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N business as in the routine 
of our daily affairs, we live 
and learn. Our mistakes are 

sign posts marking the thin ice on 

which we should never again tread. | 

The things we have done that brought 

us greater success and happiness are 

the cornerstones on which we should 
continue to build our future. Let us 
consider that another year has made 
us better feed merchants. Let us re- 
solve that in 1938 the mistakes will | 
be fewer, the successes greater. 

There’s room at the top for better 

service, a higher sales quota, im- 

proved merchandising — for more j 

actual profit. 


MERCHANDISING MAGAZINE | 
OF THE FEED INDUSTRY | 
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Good Will 
For Your Store 


@ The big profit in flour lies in the good will it builds for your store. 
Good will can’t be bought. It is gained only through the untiring 
efforts of the merchant to render a true, honest service and to 


make his store one which folks look upon with confident friendliness. 


@ The quality of the basic things offered, forms a standard from 
which the trade gauges the quality and dependability of everything 


you sell. 


@ BIG Jo FLOUR, because of its outstanding quality, will do for 
your store what it is doing for hundreds of others- HELP TO 
BUILD GOOD WILL. 


WABASHA ROLLER MILL Co. 


WABASHA, MINNESOTA » » » U.S.A. 
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easy to mix, dependable concentrate. It 
supplies 34 inventories in one bag, thus helping to cut down your invest- 


ol VI T A aw é L K contains all 11 verified vitamins in one, 
Vi elk 


ven vA ment in stocks. Start the New Year off to increased sales and profits by using 


Vitamelk in your feeds. Let us send you further details. 


You can obtain all of these quality products including all types of feed ingredients at our own 
warehouse established for your convenience at 41st Street and Lincoln Avenue, Milwaukee. 


FEED - GRAIN - SCREENINGS 


THE PAETOW 


GRAIN & STOCK EXCHANGE MILWAUKEE, WIS. 
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KEEP Your Flour and Feed Stock 
Fresh and Well Balanced at All Times FRANKE GRAIN CO. 


@ Our mixed car plan makes this possible 
without delay and without a heavy invest- 
ment on your part. Our lines cover all items 
in popular demand. EXCELSIOR products 


ESTABLISHED 1892 


J bb f ees 
are enthusiastically endorsed wherever used petit 
because of their excellence of quality. Wheat nan 
PETER PAN FLOUR (Family Short Patent) — Wheat Middlings 
PRIZE MEDAL FLOUR (Bakers Short Patent) Rye Middlings 
EMPIRE FLOUR (Standard Patent) Malt Sprouts 
Excelsior’s 40% Concentrate 
Mash, Sr.,—also Jr 18% Gnewens Grains 
Excelsior’s Growing Mash . 18% Linseed Meal 
Excelsior’s Starting Mash 18% 
Excelsior’s Pig Meal 18% Soybean Meal 
Excelsior’s 16% Dairy Feed (also 20, 24 and 32%) 
Excelsior’s Grain Balancer 32% Oatfeed 
Excelsior’s All Mash Starting and Growing.................... 18% 
Excelsior’s Turkey Growing Mash 22% 
Excelsior’s Turkey Starting Mash 26% 
Excelsior’s Complete Hog Feed 15% 
Excelsior’s Camel Fancy Wheat Feed 16% 


GRAIN AND STOCK EXCHANGE 


BRAN — STANDARD MIDDLINGS 


@ FLOUR MIDDLINGS—RED DOG ® M | LW A U K E E 


Excelsior Milling Company 
MINNEAPOLIS, MINN. 
FRANK J. KOVARIK, President and Manager 


SCIENTIFIC CONTROL 
of GORTON’S Cod Liver Oil — 
Maintaining one of the most complete, modern scientific laboratories in the 


industry, GORTON’S test and control the Vitamin A and D potency of every 


single drum packed! Rest assured—the vitamin content of GORTON’S 
Cod Liver Oil is absolutely guaranteed! 


ACTUAL CHICK TESTS 
of GORTON’S Cod Liver Oil 
Not satisfied with scientific analysis alone, GORTON’S insist upon live poultry 


tests as a final and absolute proof of vitamin potency. The oil has got to give 
complete protection or it isn’t for sale! 


MANUFACTURER’S INTEGRITY 


Gorton-Pew Fisheries, oldest and largest producers of codfish products in 
America, are the leaders in their field . . . they are constantly on the watch 
for scientific developments and you can be assured that when you buy 
GORTON’S Cod Liver Oil, you are getting the best the industry has to offer. 


JOBBING DIVISION ° FARM service company 


Division of GENERAL MILLS, Inc. 
MINNEAPOLIS, MINNESOTA == 
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You can depend upon NOPCO XX . 


As steadfast and reliable as 
THE COAST GUARD 


J storm and_ flood 


the Coast Guard is always 
on the job . . . rescuing ships at 
sea... assisting with flood relief 
.. . patroling coasts and water- 
ways. The whole nation depends 
upon this courageous army of 
men for protection. 

NOPCO XX, too, is always 
on the job, providing the feed 
trade with standardized vitamins 
A and D. Year in and year out, 
NOPCO XX protects 
against a possible deficiency in 
the Vitamin A & D content of 


your feeds. 


you 


PHOTO EWING GALLOWAY 


Right now, at the beginning 
of the hatching season, you need 
a dependable Vitamin A & D 
The 
precision, the entire reliability of 
NOPCO XX, the reputation 
of the firm behind the product 
—these things mean much to 


source more than _ ever. 


you and your customers. They 


OF THE INDUSTRY 


Part of the Nopco Experimental 


Farm at Flemington. New Jersey 
mean you can sell your mashes 
mixed with NOPCO XX con- 
fident they’ll do a good job. 
They mean an end to your 
worriés about vitamin variations. 
They mean better satisfied cus- 
tomers and more business. 

Why not join the thousands of 
other manufacturers and dealers 
who are capitalizing upon the 
dependability of NOPCO XX? 
A post card will bring full details. 


NATIONAL OIL PRODUCTS CO., INC.— 


e6e 


CHICAGO 


ESSEX ST., HARRISON, N. J. 
SAN FRANCISCO 
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DAVID K. STEENBERGH, Managing Editor 


Volume Fourteen 


JANUARY, 1938 


Number One 


Truck Pick-up and Delivery Service 


Boosts Custom Grinding 


ITH a growth from 19 permanent 
feed customers at the end of its 


first month of business, August, 
1933, to 257 permanent customers at the 
end of the corresponding month four years 
later, the Lostant Hatchery and Milling 
Co., Lostant, Ill., of which William Does 
is manager, has built up a wonderful busi- 
ness. During this same period it has been 
necessary to increase the number of em- 
ployes from one part time man to three 
partners now managing the four lines of 
merchandise handled. 


Former Poultry Specialist 

The reason for this wonderful growth 
as given by Mr. Does is the maintaining 
of a complete feed service—a service that 
gets ‘em both coming and going. He ex- 
plains this phrase by saying that his busi- 
ness is based upon poultry feed and that 
he sells the baby chicks, then sells the 
feeds to grow them to maturity and then 
buys the eggs produced by them, both for 
market and hatchery purposes as well as 
the poultry itself. This constant circle 
of endeavor keeps customers coming all 
the time either to buy or sell and they 
rarely come to sell without also buying 
something. Mr. Does kept count one Sat- 
urday recently of the customers who came 
to the feed mill and hatchery and they 
numbered 72. 

Mr. Does was assistant chief poultry- 
man for the Illinois agricultural depart- 
ment from 1926 to 1933. This experience 
gave him an excellent background for the 
feed business. So when he left the state 
department, he purchased a new building 
that had been used a short time for a 
sales barn, moved it to the front of a 
lot and remodeled it into a feed mill. It 
is 28x60 feet and most of it is two stories 
in height. The building includes office. 
mill and combination sales room and 
warehouse. 

Hatchery on Main Street 

He furnished the mill with new equip- 
ment including a hammer mill which has 
a capacity of 3500 pounds of fine feed per 
hour or 100 pounds of coarse feed per 
minute and a one-ton mixer. The ham- 
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mer mill has been constantly used for four 
years and was recently rebuilt for the first 
time. 

Mr. Does also purchased -a two-story 
brick store building on the main street 
of the village for use as a hatchery and 


Lostant Hatchery & Milling Co. feed mill. 


sales room. It is 20x70 feet and is 
equipped with a 20,000 egg incubator and 
starting batteries for 4,000 chicks. 

“When we say a complete feed service, 
we mean just that,” says Mr. Does. “We 
have a mill that does a good job of grind- 
ing of any kind of feed. Then we carry 
in stock every raw material and ingredient 
that any farmer, poultryman or feeder 
can possibly desire. 

“In addition to all these bulk feeds and 
ingredients used in custom grinding, we 
put out a quality line of feeds under our 
own brand name. Our own brand consists 
of all kinds of chick feed, a special turkey 
feed, hog feed and dairy feed. We began 
making hog feed soon after we started 
in business and added dairy feeds last 
January 1. Our line is now complete so 
that we can use the slogan ‘A D-Line Feed 
for Every Need.’ 

“Our feed business is made up of ap- 
proximately 60 per cent poultry feed, 10 
per cent hog feed, 5 per cent dairy feed 
and 25 per cent custom ground feed. 

“We have made a great success of our 
custom grinding business. Last November 
our custom grinding alone amounted to 
$600. One of the greatest services we give 


@ Also Stimulates Sale of Feed Supplements 


our customers is in connection with this 
department. We have a three-ton truck 
which we keep busy all the time. When 
not otherwise in use, we pick up and de- 
liver custom grinding. We go out and 
pick up the grain, grind it into whatever 
feeds are desired, using our own concen- 
trates in many of them, and then deliver 
the ground feed back to the farmers. 
“We do not let this pick-up work inter- 
fere with our other feed activities. We 
have our customers trained so that they let 
us know in advance that they wish us to 
pick up their grains. When the notice 
‘comes in, we place the customer’s name on 
a special bulletin board in our office, each 
customer waiting until his turn comes. 
We always have a waiting list ahead. 
As you see, there are now eight names on 
our waiting list. Yesterday we had 16 cus- 
tomers here at the mill. When the time 
comes that our mill and truck are not 
busy with other work, we call the first 
name on the list and go out and get the 
grain. By handling our custom grinding 
in this manner, we can give every one 
the best kind of service and keep our 
truck and mill busy all the time. 


Good Business Builder 

“Our custom grinding service is one of 
our best mediums for getting business. We 
use many of our own ingredients in cus- 
tom ground feeds and in addition each job 
we do is a recommendation for us. The 
reputation we obtain often results in sales 
of our own feeds and other products we 
carry.” 

The baby chick business is also a great 
aid to the feed end of the business. Last 
year 34,000 chicks were sold and most 
of the buyers of these also bought chick 
feeds. Mr. Does’ experience as a prac- 
tical poultryman is a great asset in selling 
both chicks and chick feeds as he can 
give anv information desired on feeds and 
feeding. His reputation in this regard 
reaches beyond his immediate locality and 
he is frequently selected to judge poultry 
exhibits at many fairs and poultry shows 
in central Illinois. 

Mr. Does culls the flocks of many of 
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the farmers to whom he has sold baby 
chicks and buys hatchery eggs from these 
flocks. He uses many of these in his own 
hatchery and in addition ships a consider- 
able number to other hatcheries in north- 
ern Illinois and southern Wisconsin. He 
also buys frem $5,000 to $8,000 worth of 
poultry every year. 

To round out his business and bring in 
more people who may become permanent 
customers for feeds, Mr. Does buys cream 
for a large Chicago concern. The amount 
handled varies from 1600 pounds to 3800 
pounds of butterfat per month. The 
cream-testing station is located in the 
hatchery building. 

Mr. Does does considerable experiment- 
ing with feeds that helps in their sale. He 
has a farm seven miles from Lostant 


where these are carried out. For instance, 
last April he began feeding eight Duroc 
Jersey pigs. At the age of six months, 
21 days these eight pigs totaled 2290 
pounds after arrival in Chicago, an aver- 
age of 28644 pounds each. These sold at 
the top price of the market the day of 
sale, $10.75. This was about a week after 
the market began to break. All these ex- 
periments give talking points in selling 
feeds. 

The only formal advertising done by 
Mr. Does is direct mail and occasional 
hand bills. “We have a mimeograph,” he 
says, “and send out personally prepared 
letters or circulars at least once a month 
and in December, January, and February 
twice a month. We have a mailing list of 
800 which we keep up to date. We cover 


all the territory that we can reasonably 
assume will make Lostant their trading 
point. We consider this the best possible 
form of advertising. It, together with 
hand bills given out to customers at the 
mill and hatchery, has been the means of 


bringing us many new customers.” 


Window displays of feeds at the hatch- 
ery and floor displays at both mill and 
hatchery are constant reminders to cus- 
tomers and prospective customers of needs 
in feed. 

Insists on Quality 

“We put out only high quality feeds,” 
says Mr. Does. “We do not care what 
prices others ask for their feeds, we set 
our own prices, according to the quality 
and cost of the ingredients used. We do 
not try to compete with chain stores and 
other cheap feed outlets in price and they 
can’t compete with us in quality. Last 
fall a customer who is very much price 
conscious, came in and asked if his credit 
was good for several hundred pounds of 
feed. We told him he had always paid 
his bills and we could see no reason why 
we should not give him credit. We asked 
him how long he wanted to pay for it 
and he said until it was all gone. 

“On asking him the reason for this he 
said that he had purchased chain store 
feeds and had had no results in getting 
eggs. He wanted to know if our feeds 
would bring results although higher priced 
and he wanted the egg production to pay 
for the feed. We let him have the feed 
and when it was gone he came in and paid 
for it. His report on the success of his 
feeding was as follows: 

““On the first bag I broke even, second 
bag quite an increase and third bag just 
double my money. I am _ broadcasting 
this to my neighbors who will see you 
later.’” 

In spite of his training as a poultryman, 
Mr. Does does not consider that there is 
nothing new to learn. He realizes that new 
facts are being constantly unfolded. In 
order to keep up to date, he belongs to 
and takes an active part in his local and 
national feed and hatchery associations. 

“When I started in business,” says Mr. 
Does, “there was no other feed store in 
Lostant. There were a few portable mills 
in the country but these were getting old 
and could not do high quality work. After 
I began to make a success, one after an- 
other feed store started but none of them 
lasted more than a few months. This 
year’s business is much better than last 
year’s and more than double that of the 
first year. Today I have but little local 
competition because the high quality of 
our work and our products, our complete 
feed service, and our well-systematized 
pick-up and delivery service gets °em both 
comin’ an’ goin’.” 


@ HERBERT J. MEYER feed ware- 
house, Navarino, Wis., was destroyed by 
fire recently. Mr. Meyer has made no 
plans for the future. 


@ GLENN C. BOWN, Waterloo Mills 
Co., Waterloo, Ia., returned recently from 
a tour of Mexico. He was in Mexico City 
during the earthquake but felt no ill ef- 
fects from the tremors. 
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‘Ten Point Program to Help Make 


Your New Year Profitable 


@ Adopt and Keep These Business Resolutions 


REATHES there a feed dealer with 

soul so dead who never to himself 

hath said, “this year I’m going to do 
better than last.” 

Merely saying that you are going to 
show an improvement does not assure re- 
sults. A definite program must be adopted 
and followed to the letter. Such a plan 
gives you a framework around which you 
can work and upon which you can build 
your business to heights of greater profits. 
Here is a suggested ten-point program 
for 1938: 

Ten Point Program 

1. To put more emphasis on the quality 
of my feeds and the results they will pro- 
duce for every dollar invested rather than 
to sell on the principle of how much less 
they can be bought for than competitive 
products. 

2. To improve the appearance of my 
store, both inside and out, so that it will 
invite customers rather than repulse them 
to the satisfaction of my competitor. 

3. To install an accounting system that 
wil! enable me to keep my fingers on the 
pulse of my business and plug up the 
leaks before they prove disastrous. 

Survey of Territory 

4. To try at least ten new merchandis- 
ing ideas, one each month, that I know 
have produced results for other feed deal- 
ers and can do likewise for me. 

5. To make a careful survey of my 
territory to determine if I am getting all 
of the business possible and if not to make 
a determined effort to put the “forgotten” 
customers on my list of steady patrons. 

6. To take a greater interest in my 
farm customers, participating in their 
community activities, and to hold at least 
one farm meeting this year, featuring en- 
tertainment and a good speaker on feeds 
and feeding. 

7. To stop being governed by so called 
“experts’”’ predictions of prosperity and 
depression periods and instead to con- 
tinue plugging away at my present cus- 
tomers and prospects with a steady sales 
campaign. 

8. To keep my stocks so well replen- 
ished that it is never necessary for me to 
turn away a customer because I do not 
happen to have the particular item he 
wants on hand. 

Improve Your Knowledge 

9. To improve my knowledge and cor- 
rect my weaknesses by a more thorough 
study of my trade paper, manufacturers’ 
lite-ature. results of experiments con- 
ducted by agricultural colleges and special 
books. particularly Feeds and Feeding by 
F. B. Morrison. 

10. To join my local feed trade asso- 
ciation if I do not belong and if I am 
already a member to become more active 
in its affairs and not depend upon the 
officers to do all of the work. 
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Clip out these ten points and place 
them under the glass top of your desk 
or paste them where they will confront 
you daily. And when the next New Year’s 


@ FENNIMORE FARMERS WARE- 
HOUSE CO., Fennimore, Wis., was 
robbed of $200.00 last week by burglars 
who entered the office. F. E. Parker is 
manager of the firm. 


ae 


MARKHAM RESIGNS 


Edgar Markham has resigned as execu- 
tive secretary of the National Grain Trade 
Council of the Grain & Feed Dealers Na- 
tional association. He was stationed at 
Washington, D. C., and it is understood 
that he has accepted an executive position 
with the National Highway Users Con- 
ference. Ray B. Bowden, executive vice 
president, Grain & Feed Dealers National 
association, has been delegated to Wash- 
ington to fill Mr. Markham’s post tem- 
porarily. Frank A. Theis, Kansas City, 
Mo., is chairman of the council. 


rolls around and you check your records 
you should make a showing that will even 
compel that glass-eyed banker to pat you 
on the back. 


@ MELVIN SCHAEFFER, well known 
feed dealer of Limeport, Pa., has been ap- 
pointed mercantile tax appraiser in Lehigh 
county. Mr. Schaeffer has been active in 
Democratic politics for a number of years. 


@ RICE LAKE ROLLER MILLS, Rice 
Lake, Wis., were damaged by fire Decem- 
ber 31 with a loss estimated at $25,000. 


QUIT FEED BUSINESS 


Albert Dickinson Co., Chicago and Min- 
neapolis, announces that it is discontinu- 
ing its feed department. Cliff Curry, man- 
ager of the Chicago office and widely 
known in feed circles, will become asso- 
ciated with his father in the grain busi- 
ness. George Smith, for many years man- 
ager for the company at Minneapolis, has 
not announced his future plans. 


Eastern Federation to Meet 


February 18 and 19 


Official Notice of Federation Meeting 


@ The annual meeting of the Eastern Federation of Feed 
Merchants, Inc., will be held at the Onondaga Hotel, 
Syracuse, N. Y., February 19, 1938, at 10 a. m. for the 
purpose of electing three directors and the transacting of 
other business that may properly come before said meeting. 


Louis E. Thompson, Secretary. 


ERCHANDISING and advertising 

will be among the principal features 
of the program for the Eastern Federa- 
tion of Feed Merchants convention which 
will be held at the Onondaga hotel, Syra- 
cuse, N. Y., February 18 and 19. 

Louis E. Thompson, secretary of the 
federation, is busily engaged in signing up 
speakers on various subjects. The inde- 
pendent feed merchant and his problems 
will be especially kept in mind in arrang- 
ing the program and every dealer is in- 
vited to attend. 

It is hoped that what is said and done 
at the convention will come to the atten- 
tion of legislators and public officials gen- 
erally to make them fully realize the im- 
portance of the independent feed mer- 


chant to the progress of agriculture. 

Several members of the federation will 
have on display, during the convent’on, 
specimens of their retail advertising which 
have been used effectively in building 
business. Manufacturers will also be in- 
vited to exhibit samples of their posters, 
folders, booklets and samples of their 
products. 

The annual banquet is scheduled for the 
night of February 18. Thére will be en- 
tertainment and dancing and everyone is 
assured of having a good time. 

Names of speakers and complete details 
of the program will be published in the 
February issue of The Feed Bag, the 
official publication of the federation. 
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Poultrymen everywhere are joining up with the big parade of Gold Medal 
Tam-tested Chick Builder. Now, more than ever before, these feeders 
realize that Gold Medal Chick Builder means increased profit. They’re 
buying it—using it—coming back for more! 


That’s why so many dealers are joining up with Gold Medal, too! For 
Gold Medal Chick Builder—and the other quality feeds in the Gold Medal 
line—means extra profit for both feeder and dealer alike. 


The success scored by Gold Medal Chick Builder last year means that 
even more poultrymen will feed the Gold Medal way this season. So 
bring the parade of Gold Medal feeders down your street! Write our 
nearest office—we’ll quickly show you how to lead the parade right up to 
your place of business. 


WASHBURN CROSBY COMPANY 


(Trade Name) 
Central Division of General Mills, Inc. 
Minneapolis Kansas City 
‘Farm-fested’ 1s 4 REGISTERED TRADE MARK OF GENERAL MILLS, INC. 
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with the BIG PARADE 


Editorial Comment 


TAKING INVENTORY We thoughtfully sat down, the other day, to make 
OF THE RECORD our New Year resolutions — to outline our personal 

and business objectives for 1938. First, we took 
inventory of our experiences and accomplishments of the past year and finally, 
we decided on our plans for the future. 


The personal confessional must be kept inviolate but for The Feed Bag, we 


concluded that 1937 had been a year of progress. We set forth our major accomp- 
lishments as follows: 


(1) The publication of 12 bigger, better, more helpful, interesting and 


attractive issues of The Feed Bag — giving greatly increased value to all our 
subscribers. 


(2) The resulting substantial increase in circulation (35 per cent more 
subscribers than in 1936)—giving bigger value to The Feed Bag advertisers who 
expressed their appreciation by buying 75 more pages of advertising than in 1936. 


(3) The successful sponsoring of the first National Feed Week ever cele- 
brated throughout the feed industry. 


(4) The extension of our promotion of better merchandising beyond the 
printed pages of The Feed Bag through addresses by members of our staff at 
more than two dozen feed trade conventions and meetings. 


(5) The compilation and preparation of The Feed Bag Annual Feed Buyers 
Guide, the first and only “Reference Book of the Feed Industry”. This book is 
now being printed and will soon be in the mails. 


We sincerely believe that in 1937 the service rendered by The Feed Bag 
reached more in the industry and more of the industry’s customers — the actual 
feeders — than ever before. Just as sincerely, in 1938, we pledge ourselves to 
continue, expand and improve our service to you. 


Your comments and suggestions will be appreciated. 


DAVID K. STEENBERGH 
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McDonald Caters to Pigeon Owners 


Sells Big Volume of Feed 


@ Also Enjoys Good Business Among Farmers 


LERTLY cashing in on a popular 
hobby of local townspeople of breed- 
ing flying pigeons, Bruce McDonald, 

Globe Feed Co., Rockford, IIl., sells 
around a ton of pigeon feed each month 
with a single pound of the feed sometimes 
retailing at 514 cents. 

Most of those engaged in the hobby are 
in their 20’s though quite a number are 
over 30 years of age. Thus the hobby is 
not a kid’s affair. It is really something 
serious and has many angles to hold a 
mature man’s attention. 


Pigeon Owners Compete 

The fundamental goal of the hobbyists 
is to breed pigeons which have the long- 
est possible flight endurance and speed. 
Members contest with each other by ship- 
ping their pigeons to distant points some- 
times as far away as Omaha 500 miles 
from Rockford where the pigeons are 
simultaneously released, the first pigeon 
back in its Rockford box winning. It is 
claimed that a good pigeon will fly the 
whole distance without stopping. Often, 
however, pigeons are lost. Maybe the 
same breeder will lose six or eight of 
them in a single contest. Since the pigeons 
are banded they can be identified and re- 
turned to their owner if they fly into the 
wrong box. 

To cooperate with the breeders who 
have formed a regular club, McDonald 


offers a prize of 25 pounds of pigeon feed 


now and then for the pigeon winning a 
contest. This has helped popularize the 
Globe store and has made it a place where 
the breeders can contact each other. 


Birds Worth Real Money 

Pigeons require at least two mixtures 
of feed, one for flying and one for breed- 
ing. Since the pigeons make such extended 
flights the flying food must be difficult to 
digest and of such a nature that it will 
stay with the pigeon a long time. 

Some feed is purchased already mixed 
by the store. This saves much trouble. 
Once in a while a breeder desires to mix 
his own feed. The store will then obtain 
the elements for him. Since the mixing is 
a rather complicated process, however, 
such a request seldom occurs. 

Still another thing adding to the popu- 
larity of the Globe store for the breeders 
is the excellent quality of the cleaned corn 
it keeps on hand. Breeders use this to 
supplement the regular mixed feed diet. 
Delicate health of the pigeons necessitates 
only the best of corn. 

Flocks of the hobbyists vary from two 
or three pigeons to 100 or more. A single 
pigeon is valued anywhere up to $250. 
Mr. McDonald’s interest in pigeons has 
also obtained for him many orders for 
feeds for other pets which the townsfolk 
own. 

The Globe Feed Store also does an ex- 


eize 


tensive business among rural customers. 
Mr. McDonald has adopted a consistent 
direct mail campaign to keep in touch 
with the trade and has obtained excellent 
results. 


Bruce McDonald in front of his store. 


Because rates of the local paper were 
too high to allow profitable feed store ad- 
vertising he purchased a machine to print 
and address cards which are mailed out 
every two weeks. 


@ PECOS VALLEY ALFALFA MILL 
CO., Hagerman, N. M., has purchased the 
Elephant Butte Alfalfa Mill Co., Clint, 
Tex., and the Neal Alfalfa Mill & Dehy- 
drating Co., Waco, Tex. 


@ LESTER FREY has opened a feed 
store and hatchery at Winterset, Ia. Mr. 
Frey also operates a similar establishment 
at Stuart, Ia. 


ae 


@ DONALD FULLER has opened the 
Fuller feed store, Manson, Ia. He was 
formerly located at Blairsburg, Ia. 

@ CARTER GRAIN & LUMBER CO., 
Wedron, Ill., has completed construction 
of a new office. Attached is a 28x17 foot 
warehouse. 
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@ A. D. PEASE GRAIN CO., Burling- 
ton, Vt., has moved from South Winooski 
avenue to its new plant at Lake and Col- 
lege streets. Storage facilities for 700 tons 
of sacked and bulk stock are provided in 
the new quarters. 


“We feel the cards are an improvement 
over newspaper advertising because they 
are more personal and aren’t lost in a 
maze of other advertising,” declares Mr. 
McDonald. 


Illustrates His Cards 

In recognition of the fact farmers dis- 
like to read, McDonald stresses two things 
in making up his cards. First he occupies 
half the space on each card with a draw- 
ing that doesn’t have to be read. Second- 
ly, he mentions one item only on each card 
and does it in a single short paragraph. 

A typical card was one_ publicizing 
chicken worming powder. The picture 
showed a tough-looking old hen with her 
feathers ruffled up. Copy suggested that 
the powder would make such a hen 
healthy. Each card publicizes something 
just a little before the buying season. 


The mailing list numbers around 800 
and includes regular customers. Mr. Mc- 
Donald says he tries to get the principal 
farmers in the vicinity on the list. An 
addressograph machine, store owned, 
makes possible the addressing of all the 
cards within 20 minutes. 


Also materially aiding sales, McDonald 
feels, is a smart sign overhanging the side- 
walk. Not infrequently it has occured that 
other feed stores on the street would ad- 
vertise items and readers would come 
down the street and stop instead at the 
Globe store because it was so easily iden- 
tified by the sign. Another thing greatly 
aiding the Globe store is ample parking 
space on a large driveway running along 
the side of the building. 


@ JOHN C. HANNESTAD, 80, president 
Zenith Milling Co., Lake Park, Minn.. 
died at his home December 21 from a 
heart attack. 


@ HONEYMEAD PRODUCTS CO., Ce- 
dar Rapids, Ia., is constructing a linseed 
processing and extraction plant which will 
cost approximately $135,000. 


@ EDITH M. SCHULER. secretary. 
Cannon Valley Milling Co., Minneapolis, 
Minn., returned recently from a business 
trip to the East. 


@ GARVER SUPPLY CO., Madison, 
Wis., is planning to increase the produc- 
tion of its plant and will install additional 
equipment. J. R. Garver is president of 
the company. 


@ F. M. SIPES has opened a retail feed 
business at Black Duck, Minn. 


@ SAUNDERS MILLS, INC., Todelo, 
Ohio, were destroyed by fire recently with 
a loss placed at $40,000. 
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Use the proven to get 


HIGHER HATCHABILITY, 


(SREATER GROWTH, MAINTAIN FLOCK HEALTH 
Use KRACO Dried Cheese Whey... made by KRAFT 


@ Poultrymen, today, are not satisfied with “claims,” 
they want “proof” of what feed supplements will do for 
flocks. That’s why more and more flock owners ask for 
KRACO Dried Cheese Whey in feeds! For KRACO 
has been proven by scientific feeding tests to increase 
hatchability, produce greater growth and maintain 
flock health during the important laying season. 
Actual feeding tests by scientists at leading univer- 
sities show that when 5% dried whey was added to 
feeds, high hatchability resulted, and flocks maintained 
good health. KRACO—a superior dried cheese whey 
—contains an abundance of important nutritive elements 
of milk essential to hatchability and growth—including 
Vitamin G Lactoflavin. In addition KRACO contains 


70% Lactose 


abundant Vitamin G complex 
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KRACO CHEESE 


MAIL THIS COUPON for latest scientific data on Higher Hatchability and Flock Health 

Kraft-Phenix Cheese Corp. 

Chicago, Ill 


70% lactose, important for intestinal health, and for 
helping control coccidiosis. And the protein in KRACO 
is Lactalbumin, a valuable supplement for cereal proteins. 

Wise poultrymen have always purchased feeds con- 
taining milk solids in some form for they realize the 
necessity of milk in the poultry diet. Today, these flock 
owners ask for feeds containing KRACO Dried Cheese 
Whey—a milk solid that provides a simple way, an 
economical way, and a proven way to get higher hatch- 
ability, improved growth, and better flock health. 

Forincreased profits, be sure there is a sufficient quantity 
of KRACO in your starting, growing, and laying mashes. 


Use KRACO for these reasons: 


Higher Hatchability, Better Flock Health, Greater Growth 
°... because of Kraco’s abundance of important 
nutritive elements of milk, including the Vitamin G 
Complex (made up of Lactoflavin, the anti-dermatitic 
and anti-paralytic factors). 


2 High Lactose Content — promotes intestinal health, 
¢ keeps out parasites (coccidiosis control). 

In addition, Kraco contains the valuable Lactalbumin 
(protein) of high supplementary value, and milk minerals. 


ush Street, Name 


Address 
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Sales Manager Tells How He Would 
Run His Own Feed Store 


© Puts Strong Emphasis on Merchandising 


experience in merchandising 

feeds. Tell me, what would YOU 
do if you were to enter the retail feed 
business on your own hook.” 

That is the proposition I put to one of 
the men who really knows the feed busi- 
ness. He has spent the past ten years 
or so in the merchandising end of a large 
feed manufacturing company. If anyone 
knows how feed should be merchandised, 
surely this man does. 


“The day is past when a man can make 
money in the feed business by just sit- 
ting and waiting for the business to come 
in,” he said. ‘““Feed must be MERCHAN- 
DISED these days. 

“If I were to enter the feed business 
tomorrow, I would pick a good location. 
One thing sure, I would pick a location 
where there would be plenty of parking 
space—where it would be easy for farm- 
ers to drive in and load up their orders. 
It might not be on the main street, but 
it would be where there is plenty of farm 
traffic and which is easily accessible to 
farm people. Plenty of nearby parking 
space would be of prime importance. 

Put Life Into Business 

“The next thing I would do is to work 
out plans for putting LIFE into the busi- 
ness. I would put live animals on display. 
Some of these animals would be placed 
in the display windows. Action always 
gets attention. Moving displays in a win- 
dow always get attention—and stop those 
who pass by. The feed sold in the store 
would, of course, be featured in connec- 
tion with these displays of animals. 

“Then I would rent a nearby lot that 
might be vacant. In this lot I would 
place some farm animals. I would get 
some pigs, calves, chickens and other 
animals. Here, I would conduct my own 
feeding experiments. I would be in a 
position to actually PROVE my claims 
for the feeds and supplements sold. 

“T would take my farm customers out 
to the enclosed pens and show them how 
animals develop by correct feeding meth- 
ods. This would be a much more satis- 
factory method of bringing feeds to the 
attention of customers and prospective 
customers than just talking across the 
counter.” 

This man went on to explain that farm- 
ers are generally interested in feeding ex- 
periments. He maintains that all feeders 
are interested, either consciously or uncon- 
sciously in the feeding experiments at the 
various agricultural stations. But when 
farmers can watch an actual experiment 
going on at the local feed store, their 
interest is far greater. Egg production or 
weight-gains stepped up by proper care 
and feeding under local conditions always 
cause farmers to give thought to improv- 
ing their own methods. 


ee } OU have had a great many years 


e14¢e 


By DON ROSS 


The feed business, my friend says, has 
come a long ways since the old days when 
feed was sold by the local livery stable 
proprietor. Even in those days, there were 
people who studied feeds. But little at- 
tention, apparently, was paid to the man- 
ner in which feed was merchandised. 


Werth Cachling Gbout 


The pullet roosting peacefully on the hand of 
W. H. Patrick, manager Cash feed store, McMinn- 
ville, Tenn., recently laid two eggs in one day. 
Both of them had double shells. The outer eggs 
measured 7 inches in circumference and within 
these eggs were two other eggs of normal size. 
The hen is owned by Prof. M. W. Taylor. Photo 
furnished through courtesy Early & Daniel Co., 
Cincinnati, Ohio. 


Today, feed merchandising methods are 
highly important. Granted that the qual- 
ity of feeds, supplements and concentrates 
is of primary importance, there are other 
things which also enter into building a 
profitable feed business. 

My friend pointed out the fact that dis- 
play of feeds in the store is of real im- 
portance. He recognizes the fact that this 
subject has been talked so much that it 
is not so interesting to some people. 

Let me digress a bit and mention an- 
other friend who is also very much in- 
terested in feeds and feeding. This man, 
a former farmer, is the editor of a lead- 
ing farm magazine. 

“Much of the business in such stores 
is done with farmers themselves,” he says. 
“The fact remains that the farm wife 
does buy a good share of the feed. She 


has her own poultry flock to feed and care 
for, but she often buys the feed requested 
by her husband when she makes shopping 
trips to town. This is particularly true 
during the busy seasons when the farmer 
is working in the fields every hour of day- 
light. 
Cleanliness Pleases Them 

“Tt makes a lot of difference to the 
farm wife if the feed store is clean. She 
notices right away if the windows are 
clean. She looks at the floors. If she 
must brush her clothes against a pile of 
sacked feed to inspect the mash or chick 
feed she wants, she doesn’t react too fa- 
vorably. 

“Her opinions of the feed are not 
formed entirely from the feeding results. 
She gets a good or poor impression of the 
store itself every time she opens the door. 
It is of real importance for the feed dealer 
to maintain a clean, neat-appearing place 
of business if he expects to attract farm 
women to the store.” 


Both of these men know whereof they 
speak. They can point out many ways in 
which a retail feed store can make or lose 
customers. They know, for instance, that 
it is false economy to put a few pounds 
of feed in a paper sack that is certain 
to break and spill over the car. Better 
use two or three paper sacks, or a half 
dozen of them rather than run the risk of 
offending a woman customer by trying to 
economize on sacks or wrapping paper. 


Always Be Considerate 

I stood on a feed dealer’s loading dock 
the other day. He trundled a sack of feed 
out on the platform. Then he asked the 
farm wife who was waiting in the car, 
just where the feed was to be placed for 
its rather precarious trip to the farm. 
When he finally put that sack of feed on 
the front bumper, it was there to stay. 
It doesn’t take much of an imagination to 
figure out what a farm wife THINKS if 
a feed sack rolls off a fender or bumper 
when she is out on a country road alone. 

Most of my years have been spent in a 
little country town. I know from experi- 
ence that farm people often come to town 
and stop first at the feed store where they 
may sell some produce and park the car 
nearby. It is common enough to have the 
farmer and his wife agree to meet at the 
feed store when ready to start home. I 
know a feed store where there are three 
chairs near the door, placed there for con- 
venience of customers who wait there for 
friends. The last time I was in that store, 
the chairs gave the appearance of having 
been out in a hard white frost. Dust was 
so thick one could not tell the color of 


the chairs. I can’t imagine that many~ 


farm women would sit in those chairs until 
they are given a thorough washing with 
soap and water and then kept dusted. 
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and feed it all the rest of their liv a 


HE Larro Pullet Raising Plan won thousands of friends during 

36 and ’37 with the many advantages it offers the poultryman 
and the husky, profitable pullets it produces. And now it brings 
poultrymen still another advantage—improved perosis control. 
To Larro dealers, that means even better business on Larro Chick 
Builder and Larro Egg Mash during 1938. 


Striking ads similar to the one shown here will tell the Larro story 
in leading poultry magazines during the chick season. These pub- 
lications reach an audience of approximately half a million 
poultrymen—your customers among them. And a vigorous pro- 
gram of direct-by-mail advertising, store displays and personal 
sales help from Larro salesmen is also working to secure business 
for Larro dealers. 


Get your share of this season’s profitable business on Larro Chick 
Builder and Larro Egg Mash. Write today for full information on 
the profitable Larro franchise and how it will increase your profits. 


LARROWE MILLING COMPANY 


(Trade Name) 
Division of General Mills, Inc. 
Detroit, Michigan 
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AN IMPROVEMENT! 
From the SOY BEAN eld 


Backed by Trade Journal, 
Farm Paper and Direct Mail 
Advertising. 

e 


Distributed by the following 
and other Nationally Known 
Wholesalers: 


ANTAGES 
TO USER: 
1. May be mixed with water all at one time and will not lose its 
efficiency upon standing. 
2. Eliminates necessity and bother of mixing spray fresh each time 
spray gun is filled. 


3. Absolutely non-injurious to livestock—no skin injury—no raising 
body temperature. 


4. Quicker Knockdown and Quicker and Higher final kill. 


5. Cost—when mixed with 15 parts of water—about 1/2 that of the 
better “oil-type” cattle sprays. 


6. SATISFACTION ABSOLUTELY GUARANTEED OR 
MONEY REFUNDED BY MANUFACTURER. 


TO DEALER: 

Returns Cattle Spray business to the Dealer—where it belongs. 
Means good repeat business—with good profit margin. 

Being a Concentrate, it saves 93% in freight. 

Takes up less room—easy and clean to handle. 

Supported by Farm Paper and Direct Mail Advertising. 


LA BUDDE FEED & GRAIN CO. 
741 N. MILWAUKEE ST. MILWAUKEE, WIS. 


JOHN W. Eshelman & SONS 
244 N. QUEEN ST. LANCASTER, PA. 


WATERLOO MILLS CO. 
WATERLOO, IOWA 


THE NORTHEASTERN SUPPLY CO. 
37 MARKET ST. IPSWICH, MASS. 


SPRAY 


2ND & CEDAR 


Some Good Territory Yet Available to Jobbers 


THE WATER-TYPE SPRAY CO. 


Executive Offices: 1128 E. 62nd Street, Chicago, III. 
Plant and Laboratory: Homewood, IIl. 


Victor James Garvin, Cass F. Smith, 
President. V. P. & Insect Toxicologist. 


@ E. O. WRIGHT, president, Wisconsin 
Milling Co., Menomonie, Wis., spent the 
Christmas holidays with his daughter and 
family at Boston, Mass. 


BUFFALO EXCHANGE PARTY 


The Corn Exchange, Buffalo, N. Y., cast 
aside all of its cares December 18 when 
members joined in a Christmas party. 
Food and refreshments were served on the 
trading floor, followed by dancing and a 
floor show. Jerry Durant, Continental 
Grain Co., was chairman of the event. 


ILLINOIS 


Leslie Lovitt, 76, owner of the LaHarpe 
feed mill, LaHarpe, Ill., passed away at 
his home December 18 after a year’s ill- 
ness. 

C. B. Crippen & Sons feed store, Salem, 
lll., was badly damaged by fire December 
13 with a loss estimated at $10,000. The 
structure is being rebuilt and the firm will 
continue to do business at the same loca- 
tion. 

Robertson’s, Inc., general merchandise 
and feed store, East St. Louis, sustained a 
loss of $90,000 when fire swept its plant 
recently. 

Calverly Feed Co., Belleville, was looted 
of office equipment recently by burglars 
who made an unsuccessful attempt to rifle 
the safe. 

Howard LeRoy has purchased his part- 
ner’s interest in the Des Plaines Produce 
Co., Des Plaines. 

Roy Johnson has purchased the Koel- 
ling feed and paint store, Crete, and is 
operating it under his own name. 

Corwin Manning has opened a new feed 
mill at Newton. 

Mann Bros., who formerly operated a 
flour mill at Shumway, plan to reopen the 
plant as a feed mill and feed store. 

George Wagner, 49, manager, Antioch 
Milling Co., Antioch, died recently after 
a six months’ illness. 


ae 


INDIANA 


Clemens G. Hunger, 80, widely known 
feed store owner, Madison, died at his 
home. December 22 of a heart attack. 

Square Deal feed store, Akron, has been 
opened for business by Mrs. Fannie Spur- 
lock, former manager of the Bashore feed 
store at Akron. 

Clifton Couch has opened the Couch 
Mill, New Harmony, and is manufacturing 
feed and flour. 

William Steeb, Crown Point, has sold 
his flour and feed business to Jack H. 
Stambough. 

William Christopher and John Grogan 
have opened an implement and feed store 
at Fowler. 

William Robertson has purchased the 
feed grinding and mixing equipment of 
the Fowler chick hatchery, Fowler, and 
will operate the business under the name, 
Robertson Feed Co. 

Herman and Walter Peters have opened 
a retail feed business at Brooks. 

Merle Cook has been appointed man- 
ager of the Bashore feed store and hatch- 
ery at Akron. 

City Feed & Hardware Co., has opened 
for business at Newburg. 
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Once Industrious Grist Mills in East 


Now Silent Landmarks 


¢ Many Converted Into Homes and Tourist Sites 


ROM essential places of industry, in- 
4 terwoven with the life of the com- 
munity and humming with activity, 
to landmarks of crumbling stone replete 
with historic beauty is the evolution of 
numerous early grist and flour mills in the 
Kast. The story of many of these old 
institutions is aptly told by Frank G. 
Andrews writing in the Eaton Express, 
Eaton, Pa. His article appearing in the 
December 14 issue of that newspaper fol- 
lows: 
* 


Modern machinery and motive power 
not only have displaced Old Dobbin on 
the road and on the farm, but also have 
put the skids under the once indispensable 
flour and feed mills, which in the pioneer 
days were the basic and only industry of 
every town, village, and hamlet. 


Not many of the old mills, either of 
stone or frame construction, are still in 
operation in the populous section of the 
East. Those now running, and they are 
not numerous, grind only corn and oats 
to meet the dairy demands of the neigh- 
borhood. They are purely grist mills. Al- 
though no checkup has been made, the 
statement of an oldtime miller may be 
accepted as true when he says that there 
are only several places in northern Jersey 
or eastern Pennsylvania where wheat flour 
still is being ground. Two of those mills 
are at Bangor and Easton. 


Every Village Had a Mill 

Every village around has a mill. It may 
not have a church, but it has a mill. Most 
likely it is an abandoned mill, probably 
crumbling with age. All that are standing 
today were built a hundred or more years 
ago. Mostly they are of stone, but a num- 
ber are of frame construction, four and 
five stories in height being the general 
rule. 

When this section was settled, it was 
essential that villages be established where 
there was a stream of water, that being 
the only means of acquiring motive power. 
If one will stop a moment to reflect, it 
will be seen that there is not a single vil- 
lage that is not located where a millpond 
is available. Water power was as essential 
to the towns and villages in the early days 
as seaports were to the cities. It was the 
water shipping facilities that built up the 
leading cities of America, such as New 
York, Philadelphia, Boston, New Orleans, 
Chicago, and San Francisco. It was only 
during the last century that inland towns 
were developed through means of the rail- 
roads. 


A casual survey will show that wherever 
a hamlet of a dozen houses sprang up a 
mill was provided to meet the needs of 
the community. Two mills, two hotels, 
and one church proved the rule rather 
than the exception. Such small towns as 
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One of the old mills in the East built in 1768 by the Moravians at Hope, N. J. 


Asbury, Bloomsbury, and Clinton had two 
mills, and, though most of them have been 
abandoned for milling purposes, the struc- 
tures still stand. The stone mills are so 
substantially built that they will stand 
for hundreds of years. 

Of the hundreds of mills in Warren and 
Hunterdon counties, very few are in op- 
eration now, and their work is confined 
to the grinding of corn and oats, used as 
feed by farmers. Possibly they can be 
counted upon the fingers of the two hands. 
No wheat, rye, or buckwheat is ground 
any more. 


No Money in Milling Now 

“There is no money in running a mill 
now,” said one old miller. “It is simply a 
memory of other days. There used to be 
long strings of wagons lined up in front 
of our mill waiting their turn. Now there 
isn’t enough grinding to do to make even 
a meagre living.” 

The miller explained that in the old 
days it was a custom of farmers to bring 
their grain to the mill and have it ground 
on a percentage basis, the farmer getting 
two-thirds of the flour or meal, and the 
miller taking one-third for his work. That 
was the origin of “the rule of three,” 
which became a common expression. 

“There was money in the business in 
those days,” said the miller, “but things 
have changed. People no longer buy flour 


at the local mill, but buy Western flour at 
the town stores. Even the farmer’s wife 
buys at the store, and you would be sur- 
prised to know how many women of the 
farm buy their bread and cakes now, in- 
stead of doing their own baking, as their 
mothers did before them. 


Portables Make Inroads 


“We millers might knock out a living 
even now,” continued the miller, “were it 
not for the competition from itinerants 
who go through the farming districts with 
a portable gasoline outfit to grind grain. 
We have of late years been doing grinding 
for farmers at the rate of 10 and 12 cents 
a hundredweight, but these fellows have 
captured some of this business, doing the 
work still cheaper.” 

“Down by the Old Mill Stream”’ is stiil 
on the list of popular songs, but the 
stream is not running the old water wheel 
any more. Likewise, the public conception 
of Ye Olde Mill today is a concession at 
one of the summer amusement parks— 
admission 10 cents. 

The abandoned mills, particularly those 
constructed of stone, have a historic and 
sentimental appeal and, situated amid pic- 
turesque surroundings, sometimes are sold 
to advantage to persons of artistic tastes. 
Hundreds of them have been bought and 
converted into hotels, road houses, and 


(Continued on Page Thirty-eight ) 
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Feed Grain Supply Shows Increase 


Gain Seen in Farm Livestock 


® Government Summarizes 1937 Crop Report 


EED grain prices will hold a fairly 

even keel during the early part of 

1938. The number of cattle on farms 
is expected to increase, while hog and 
poultry population will remain about the 
same with prospects of an increase in late 
spring. 

These are deductions made by the 
United States department of agriculture 
in its review of the feed grain situation 
for 1937. 

Feed Grains Show Gain 

A total production of feed grains about 
equal to the 1928-32 average and 68 per 
cent larger than the small production last 
year was estimated. The 1937 production 
of the four feed grains, corn, oats, barley 
and grain sorghums, as of December 1, 
totaled about 100,000,000 tons or prac- 
tically the same as the 1928-32 average, 
despite a reduction of about 17,000,000 
acres in the total feed grain acreage. This 
compares with 60,000,000 tons produced 
in 1936 and a yield of 93,000,000 tons two 
years ago. 

The number of cattle placed on feed 
this winter is expected to be at least as 
large as two years ago, when comparative- 
ly large numbers of cattle were fattened. 
With hog and poultry numbers well below 
average, especially in the Corn Belt states 
and with no increase in prospect until 
spring, it now appears that a relatively 
large percentage of the 1937 corn crop 
will be fed to beef and dairy cattle as 
compared with the quantity fed to hogs 
and poultry. 

Corn Yield Greater 

Although the total acreage of corn har- 
vested was nearly 10,000,000 acres below 
average, the production for 1937 was 
slightly above the 1928-32 average, as 
yields were unusually high. 

Iowa's total was 15 per cent above aver- 
age and Minnesota’s 20 per cent. 

Because of smaller acreage, the oat 
crop was about 6 per cent below average. 
The greatest production was registered in 
the Eastern Corn Belt states and in the 
Dakotas and Nebraska. 

The total supply of barley for 1937, 
production plus carryover, was 224,000.- 
000 bushels last year as compared to 308.- 
000.000 bushels for 1936. 

The amount of barley used in the pro- 
duction of alcohol, distilled spirits and 
malt liquors in 1936-37 totaled 64,800,000 
bushels, 11 per cent greater than in 1935- 
36. Barley utilized for these purposes con- 
stituted about 44 per cent of the 1936 
production. While the amount used in the 
1937-38 marketing year may exceed that 
of a year ago, it will probably be a smaller 
percentage of the total crop. 

The production of by-product feeds will 
also be much larger than in other recent 
years. The December estimate of the 1937 
cotton crop indicates that the total sup- 
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ply of cottonseed meal available for 1938 
may exceed 3,000,000 tons. Supplies of 
wheat offal may not be greatly different 
from the supplies in 1936-37. 


OTTO F. BAST 


Mr. Bast, Brooks Elevator Co., Minneapolis. 
Minn., is busy these days directing the affairs of 
the Grain & Feed Dealers National association 
of which he is president. 


Soybean production in the United States 
has undergone a marked expansion in the 
past ten years. The 1937 soybean crop 
was estimated at approximately 41,000,000 


bushels. Only the 1935 crop was larger. 
Decrease from that of two years ago was 
due entirely to smaller acreage, since acre 
yields were the highest on record. The 
greatest increases in production over last 
year were shown by Illinois, Indiana, Ohio 
and Iowa. In the past two years about 
three-fifths of the crop has been crushed. 
Domestic crushings from the 1937 crop 
will greatly exceed those from last year’s 
crop and may be as large as in 1935-36. 

Total hay production has been generally 
light since 1929, largely because of low 
acreage yields. The final estimate of the 
1937 hay crop was 83,000,000 tons, com- 
pared with 84,000,000 tons last year. The 
number of hay consuming animals has 
been declining since the peak reached in 
1934, but it is still slightly above the 
1928-32 average. 

See Livestock Increase 

The demand for feed grains is largely 
dependent upon two factors, (1) the num- 
bers of livestock on farms, and (2) the 
prices of livestock and livestock products. 
After reaching a near record level in 1933, 
the number of grain consuming animal 
units on farms declined from about 144.- 
000,000 to about 121,000,000 during 1934 
as a result of the drought and has not in- 
creased much from this low level during 
the past three years. During most of 1937 
livestock prices were higher than in either 
of the two preceding years. With a larger 
production of feed grains this year, an ex- 
pansion in feeding operations and in live- 
stock numbers has apparently started. 


How Cre Your Resolutions? 


By EMIL J. BLACKY 


December thirty-first I sat 
And down in black and white 
I wrote a list of things I’d do 
To start the new year right. 
My wife was much delighted 
When solemnly I swore 

That not one word of cussin’ 
Would escape me anymore. 
And when she saw another pledge 
She fairly danced and sang 

At my taboo on poker 

With that lucky all-night gang. 
But she was really joyful 

And she thought me staunch and great 
For my iron clud agreement 
Not to make her dinners wait. 
Well, two days later in a rush 
I skidded on the rug, 

And into polished hardwood 
My sit-me-down I dug. 

The volley of my cuss words 


Brought Old Satan on the run, 
So off into the limbo 

Went promise Number one. 

That night from up in Dagwood 
Dropped in my friend McClore, 
We left to have a highball 

But instead we had a score. 
Before my senses rallied, 

My roll was sick and lame; 

I dropped just nineteen dollars 
In an all-night poker game. 

I crawled home in the morning 

A vile and lowly sinner, 

And cold upon the table 

Were the remnants of my dinner. 
My wife is at her mother’s now 
She claims she’s not my spouse, 
In other words I’m back again 
Right in that old dog house. 
Now when next New Year’s rolls around 
I'll fix things to the core; 

My resolutions all will be 

To resolute no more. 
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BLOOD TESTED 


Above is an illustration of how ALL Pay Day breed- 
ing flocks are BWD tested for Pullorum disease. 
Every reactor to the test is immediately removed 
from the flock. S. W. Hayes has been testing its 
a like that for years—weeding out every trace 
of disease. 


70,000 DAILY! 


Showing a part of the twenty newest-type Smith 
incubators, owned by the S. W. Hayes hatcheries, 
that have a_ hatching capacity of 70,000 per day. 
You’re ASSURED of quick service—and chicks when 
you want them. It is the world’s largest hatchery 
under a single roof. 
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All You Want and 
When You Want ‘Em 


Now you can get chicks—when YOU want them, 
not when it’s convenient for a hatchery to supply 
them. For it’s the S. W. Hayes’ plan to give the 
dealer’s order first consideration at ALL times. This 
is made possible, through the giant production 
facilities of the S. W. Hayes Hatcheries—with 
capacity of 360,000 hatching eggs weekly! 


Hayes Pay Day chicks are from pure bred parent 
stock of only the highest type. All breeding flocks 
are B. W.D. tested under our own supervision, 
thoroughly culled by experts and rigidly inspected. 
Pedigreed foundation stock from the nation’s fore- 
most breeders is regularly introduced to build up the 
quality and productiveness of Pay Day flocks. 


Ordering chicks from S. W. Hayes this year means 
more and satisfied customers. It means, dealing with 
a hatchery that you can DEPEND on to supply 
chicks at all times—and PROMPTLY. All chicks 
are GUARANTEED to dealers, and any adjust- 


ments necessary will be made promptly and without 
argument. 


GET OUR PRICES 


Complete price list and full particulars about S. W. 
Hayes Pay Day chicks sent upon request. Before 
you buy ANY chicks this year, be sure to investi- 
gate the S. W. Hayes plan. 


HAYES 


HATCHERIES 


Centralia, Ilinots 
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Built Thi s 
Great Plant 


@ Big institutions do not grow out of one- 
time sales. A product must be good enough 
to repeat—to the same buyers. Such repeats 
spell success for the manufacturer because 
they come from results enjoyed by those who 
use the goods. 


@ So many poultrymen and farmers have had 


definite results from Dr. LeGear’s Poultry Prescription and 
other preparations, during the last forty years, that one of 
the largest and best equipped laboratories of its kind in 
the world is given over to their manufacture. This must 
mean that poultrymen and other feeders have had results. 


@ You, as a mixer, can profit by completing your feeds 
and mashes with 2% Dr. LeGear’s Poultry Prescription. 
The tag shown here, when attached to your bags, will 
show that your feeds and mashes have been given the fin- 


RY 
PRESCRIPTION 
MINERALIZED 


) TESTED POULTRYTONIC 


A VALUABLE MINERAL and VEGETABLE 
COMPOUND- TONIC, APPETIZER 
CONDITIONER FOR POULTRY. 


| 
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DR.L.D. LeGean Menicine CO- 


ishing touch which essential mineral and vegetable ingredients provide. 


@ Dr. LeGear’s Poultry Prescription makes the best feeds and mashes better, 
and will help to give your customers the kind of results that bring buyers back 


for more. 


@ Ask for our low prices on Dr. LeGear’s Poultry Prescription in such quan- 
tities as you may require. We can show you where the addition of this one 
product to your formulas will make money for you. 


RICH IN VITAMINS 


DR. L. D. LEGEAR MEDICINE CO., St. Louis, Mo. 


California Exempts Feed 
From Sales Tax 


The California state board of equaliza- 
tion has passed a ruling exempting from 
the 3 per cent sales tax all feed sold for 
the purpose of producing food for human 
consumption. The exemption affecting 
more than 55,000 feed purchasers was ob- 
tained after three years of persistent effort 
on the part of the California Hay, Grain 
& Feed Dealers association. 

Feed dealers, as a result, will no longer 
find it necessary to distinguish between 
commercial production and back yard pro- 
ducers. Exemption certificates on sales of 
hay and grain must be shown, however. 

Under the board ruling cod liver oil, 
salt, bone meal, calcium carbonate, lime- 
stone and oyster shell used by poultry 
and livestock producers are regarded as 
feed and consequently the tax will not 
apply to the sale of such commodities to 
persons engaged in the production of food 
for human consumption or in the business 
of selling poultry and livestock products. 

Sand, charcoal and granite grit are not 
exempt because they are not directly as- 
similated by animals consuming them. 
Sulphur also remains under the tax as it 
is considered a medicine rather than a 
feed ingredient. 

The California association is now work- 
ing to remove any need for signing exemp- 
tion certificates for backyard producers 
who buy small packages and whole grains 
as well as poultry mashes and scratch. 
There are thousands of these customers 
who go from dealer to dealer making these 
small purchases. 
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@ L. H. PATTEN, production manager, 
State Mill & Elevator, Grand Forks, 
N. D., resigned from his position January 
1. He intends to remain in the flour mill- 
ing and feed manufacturing business but 
to date has not made any definite plans. 
Mr. Patten was formerly chief chemist for 
the Atkinson Milling Co., Minneapolis, 
and was also a member of the laboratory 
staff of the Wallace & Tiernan Co., Inc., 
New York. 


PAUL BOULAY DIES 

Paul Boulay, 65, president, Boulay 
Bros. Co., Fond du Lac, Wis., died De- 
cember 16. He had been in failing health 
since suffering a stroke last February. He 
was born in Fond du Lac and with his 
brother, George, established the present 
flour, feed and seed firm in 1900. In 1934 
Helmer Milling Co., also of Fond du Lac, 
was absorbed by Boulay Bros. Co. 

PARKS OPENS FIRM 

Jerry P. Parks opened a feed brokerage 
office on January 1 at 602 Board of Trade 
building, Kansas City, Mo. He is well 
known in feed and milling circles and for 
the past six years has been in charge of 
the feed department for the Russell Grain 
Co., Kansas City. Mrs. E. F. Bradbury 
who has been with Mr. Parks in the feed 
business for 11 years is vice president of 
the new company and Hobart F. Deskins 
is secretary. The firm will broker all feed 
ingredients and concentrates and will job 
millfeed and specialize in millfeed futures. 
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Candy Lures Kiddies and Parents 
into Van Dam Feed Store 


ARM folks who pass the Van Dam & 

Sons feed store, Rio Creek, Wis., feel 
“~ their children tug at their sleeves. 
Before they know it they are being led 
through the doorway. 

Genial George Van Dam greets the kid- 
dies with a smile and pats them on the 
head. They are soon munching a piece of 
candy which he has handed them from a 
iarge glass container on the counter. And 
usually the parents place an order for 
feeds before they leave. 

Came From Holland 

Whether it is synonymous with candy 
or not, Van Dam & Sons do a “sweet” 
business. Coming from Holland where 
they operated a flour mill, powered by the 
traditional Dutch windmill, the Van 
Dam’s tried their hand at various occu- 
pations until they returned to their first 
love and started their present establish- 
ment at Rio Creek in 1931. They rode 
through the lean years with flying colors 


Mr. Van Dam relaxes after a busy day. 


and in 1937 averaged better than a car- 
load of feed a week in sales. They have 
set a new and better quota for 1938 and 
judging by the aggressive merchandising 
policies employed and the genuine interest 
shown in customers, they will have little 
trouble making it. 
Egg Mash Big Item 

The bulk of the Van Dam feed sales 
is composed of egg mash. An established 
route which is covered by truck every 
Friday has contributed much to the fine 
showing made in this department. The 
job of delivery service is handled by Leo 
Van Dam, the oldest son, while John, his 
brother, manages the office. Leo takes or- 
ders one week and brings them to the 
farmers’ door the next. Thus constant 
contact is maintained and selling and serv- 
ice is combined with the delivery job. 
Commercial feeds are handled but facili- 
ties are available at the mill for mixing 
mash with the farmer’s home grown grains 
included. 
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Former Holland Miller Making Good Here 


The senior Van Dam supplements Leo’s 
calls by going into the territory at regular 
intervals himself. He recently purchased 
a movie camera and has taken rolls of 
films picturing the customers in action on 
the farm. Within a short time he plans 
to rent a hall and show these movies. The 
program will include a speaker on feeds 
and feeding. When he visits the farms 
Mr. Van Dam comes to buy as well as to 
sell. During the threshing season he is 
busy contracting for grain, and thus far 
this year has shipped 52 carloads of bar- 
ley. Many farmers have found him will- 
ing to extend credit until they receive the 
cash for their crops. He does not hesitate 
to furnish them with seeds in the spring 
and to wait until fall for his money. This 
is done only in the case of reliable farm- 
ers, however. 

Gives Playing Cards 

Newspaper space is used regularly to 
advertise the Van Dam products and serv- 
ices, but one of the best business builders 
in his opinion is a deck of cards which he 
hands out each year to all of his cus- 
tomers. Printed on the back of the cards 
is the firm name and the slogan which 
reads, ‘““‘We Mix Service and Satisfaction 
in Every Bag.” Rio Creek is a settlement 
where schafskopf is a regular pastime, so 
customers are reminded to buy Van Dam’s 
feeds whenever neighbors drop in for a 
visit and indulge in the game. 


Built Two Additions 

Several additions have been built to the 
original plant since the business was start- 
ed back in 1931. One is a warehouse con- 
structed out of several railroad freight 
cars which were built after an idea Mr. 
Van Dam obtained from an article in The 
Feed Bag. Several months ago a new of- 
fice building was completed. 

The entire surroundings of the Van 
Dam establishment are neat and displays 
are well arranged to attract customer at- 
tention. Machinery is modern and in- 
cludes a 60 h. p. hammer mill and a mixer. 
Sale of flour to the family trade is con- 
tinually increasing and the King Midas 
brand is handled. 

Mr. Van Dam, seated in a comfortable 
chair in his modern home on Christmas 
night, explained that he was glad he left 
his flour mill in Holland to come to 
America. 

“Feed dealers here,” he said, “are real 
merchandisers. In Holland it was the cus- 
tom to go to a tavern where farmers gath- 
ered and to take orders. Seldom did we 
go out to the farms and give the service 
that is rendered here. 

“The average farms in Holland con- 
sist of about 25 acres. On these are main- 
tained herds of beautiful dairy cattle, usu- 
ally Holsteins, with the average running 
from eight to ten cows. 


“Because of the small size of the farms, 
the owners are compelled to purchase feed 
to supplant the crops they raise. Most of 
the feed comes in cube form and a large 
percentage of it is imported from America. 
The Hollander is an economical feeder 
and the cubes enable him to supply each 
cow accurately according to her produc- 
tion. 

“Rotterdam is the biggest feed distribu- 


The Van Dam boys, Leo and John 


tion point. There are no large manufac- 
turing plants. Windmills are still used for 
power but are rapidly being displaced by 
engines operated with coal gas. 

“The size of the farms in the United 
States and the large number of chickens, 
hogs, cows and other farm animals kept on 
each make this country a real paradise for 
the feed dealer who is willing to work. 
Farmers, like all other people, are human. 
They like to be treated as real friends as 
well as prospects for a sale. 

“Not one child ever came to our store 
without getting a piece of candy and it 
is surprising how the news of this little 


. treat which costs us only a few cents a 


day spreads through the community. The 
parents appreciate this little favor and 
they have certainly shown that they do 
by the business they have been giving us.” 

You can see, as you rise to go, why 
farmers like this man who came into the 
community as a stranger and in a few 
short years won its respect and patronage. 
His handclasp is genuine—his smile radi- 
ates the “what can I do for you spirit.” 
And even as you start reluctantly toward 
the door he bids you have another of his 
favorite Christmas cigars, from which 
you are already flicking the ashes of a 
third. 


@ NORTHWESTERN DISTRIBUTING 
CO., Mason City, Ia., sustained damages 
of $30,000 when fire swept its plant the 
night of December 20. Temporary offices 
have been opened at the home of R. B. 
Girton, president, who announces that all 
contracts will be carried out. 
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You Can Collect More Bad Accounts 
With Honey Than Vinegar 


@ Here’s How One Feed Dealer Gets Results 


FTER talking with numerous feed 
dealers and with feeders, one feels 
of the opinion that some dealers go 

to great pains to discard profitable cus- 
tomers. 

Not that the dealer wants to lose the 
customer. But he does give credit with 
such evident reluctance or attempts col- 
lections so unskilfully as to arouse the 
customer’s antagonism. 

One feeder had several hundred Leg- 
horn broilers that he considered as good 
as sold. A large catering concern in a 
nearby city agreed to take his birds at 
the age of ten weeks, providing they were 
choice and averaged over two pounds each. 
At the age of eight weeks, he had the 
birds slightly ahead of expectations; they 
gave every promise of developing into un- 
usually fine table meat. 

Needed Some Help 

But it had taken more feed than the 
feeder calculated, and he was low in 
money. He didn’t want to dump them on 
the local market and sacrifice potential 
profits. He didn’t like to ask for credit 
at the feed store but it was the only 
alternative. 

“How long will it be before you can 
pay?” the dealer asked and not too read- 
ily, after everything had been frankly ex- 
plained to him. “We don’t like to have 
any more credit business than we can 
help.” 

“Let it go, then,” said the feeder, and 
he walked out. 

He left the store that in the past had 
received the bulk of his business and went 
down the street to another store. Here 
he explained his predicament to the young 
dealer. The dealer listened attentively 
and then without hesitation offered to 
cooperate. 

“Sure thing,” said the dealer. “That can 
happen to anyone, and I'd hate to see you 
lose on your investment. Just tell me 
what you want and we'll get it out to you 
some time this afternoon. And then, when 
you sell your broilers, you can come in 
and square up the bill.” 

Another good customer was entered on 
the books. 

Collection System Lacking 

At another store, the dealer told me 
that he had nearly $1500 outstanding, that 
money wasn’t coming in very fast and 
that he was doing practically nothing to 
stimulate collections. 

“We've tried just about everything,” 
the dealer declared. “Letters alone, let- 
ters with statements and just statements 
but they do more harm than good. Farm- 
ers don’t like to be reminded of debts and 
if we aren’t careful they will take their 
trade elsewhere, leaving us to hold the 
bag.” 

It was a revelation to see the system 
that this dealer had conceived and applied, 


relative to charge customers. He kept 
his charge-sales slips in a wire rack, each 
customer’s purchases by themselves. But 
he also had paid sales slip with a number 
of them showing what the customer bought 
and the date. 

Thus, in a minute or two, he could tell 
whether a charge customer had dropped 
away or still bought for cash. Those cus- 
tomers whose files held only charge slips, 
evidently had taken their trade else- 
where! 

“T take time,” the dealer said, when 
asked about the system, “to make out a 
sales slip for every purchase, even if it is 
for only a quarter’s worth of oyster shell. 
I place the original slip in the package if 
possible or hand it to the customer. Then 
every night I place all my carbons in the 
proper files and there is never any guess 
work about whether a customer still buys 
or how much he buys in any given time.” 

That’s a business control that more 
dealers should use. 

“T know how I stand with these people,” 
said the dealer. “But, what can I do 
about it?” 

It was suggested that he write letters 
again to all of his debtor customers and 
ask for a settlement either in whole or in 
part—one specific letter to those who still 
traded with him and an entirely different 
letter to the others. He was still of the 
opinion that it would be useless but agreed 
to sit down and help to evolve an effective 
letter. Here is the result: 

Dear Sir: 

Do you recall that feed store 
on Main Street—where you used 
to trade? 

Well, it’s still there; somewhat 
older, but better prepared to 
serve you. 

And the same for the proprie- 
tor who used to serve you. He 
thinks of you, often, and won- 
ders why you stay away. Why 
do you? 

Surely, it isn’t just because 
you owe $00! Don’t allow a 
small debt to part friends of long 
standing, when a few dollars 
now and then will soon pay it 


off. 

And if there is anything we 
have done to displease you, or 
failed to do that might have 
pleased you—come in and tell us 
about it. Give us a chance to 
make it right with you. 

For old times sake, drop in the 
first time you’re in town. 

Very truly yours, 

He liked that letter very much; per- 
haps because he had a finger in the pie. 
It seemed like a real friendly letter, dne 
that even the most hard-shelled debtor 
couldn’t complain about. And he said he 
would try it out. 

Later, he explained that for the first 
time in years he had a minimum of bills 


outstanding. Within a few days after the 
first letters went out the old, self-exiled 
customers began to come in. Some brought 
in the full amount of indebtedness and 
wiped the slate clean. Others brought in 
a few dollars and promised more regular- 
ly. And every single one of them told of 
how much he appreciated that “straight- 
from-the-heart” note! 

A few of these newly regained cus- 
tomers had complaints to make but they 
were trivial. And the various causes were 
soon cleared up and once more perfect 
understanding resulted. 

But, the surprising thing about the mat- 
ter was the increase of business that re- 
sulted! Here were a number of folks, 
mostly farmers, who used to know the 
store and bought regularly. One by one, 
they drifted away. Their trade was not 
missed, for the store was gradually adding 
new customers. Then, suddenly, most of 
these customers brought back their pa- 
tronage! And the increased trade was very 
noticeable, because it practically came all 
together! 

Those are better results than were had 
by another dealer some miles away. A 
roaming representative of a distant col- 
lection agency cornered him one day and 
talked him into trying their sure-fire col- 
lection service. The agency served on a 
“no results—no fees” basis and the dealer 
let the representative have a dozen names. 

The debtors’ names, addresses and 
amount of indebtedness were mailed in to 
headquarters for trial. Within a few days, 
each debtor received a cold, blunt printed 
note from the collection agency, stating 
the amount owing to the feed dealer and 
demanding payment within ten days. 

Loses a Good Customer 

A good customer telephoned the dealer 
and asked if the Blank collection agency 
had authority to collect his indebtedness. 
The dealer was dumbfounded. Inadver- 
tently, this good customer’s name had 
been included. He tried to explain that it 
was all a mistake. 

The customer would have no explana- 
tions. He wanted to know—yes or no. 
And the dealer had to say, “yes.” 

“That’s all I wanted to know,” the cus- 
tomer replied. “I’m mailing them a check 
in full today.” And bang! went the tele- 
phone receiver. 

One of twelve good customers was thus 
wiped off the book at a single stroke. And 
this particular customer probably spent 
more money in a single year for feeds 
than the collection agency correspondent 
would ever see. 

You may be sure the remittance from 
the successful collection agency burned 
the dealer when he placed it in the cash 
register. It had cost him plenty! 

There isn’t one man in a thousand that 


(Continued on Page Forty-four) 
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MORE LIVABLE CHICKS PER HUNDRED EGGS 


WITH STERLING VITAMIN E ENRICHED MASHES 


Every egg put into the incubator represents 
money that the poultryman is staking on the future 
of his business. Every egg that fails to hatch a 
livable chick increases the cost that must be charged 
against the rest of the hatch and lessens the chance 
for profit. 


Northrup, King & Co., realizing the importance 
to the poultryman of high percentage hatchability, 
have taken every precaution to assure the effective- 
ness of their poultry feeds. Just as they fortified 
their formulas with measured amounts of vitamins 
A, D and G as soon as the need for richer supplies 
of these vitamins was demonstrated—so they have 
enriched their mashes with extra amounts of the 
recently stabilized reproductive vitamin E. 


There is perhaps no factor that more distinctively 
affects hatchability than vitamin E. Without vita- 
min E, fertilization does not take place—with too 
little vitamin E chick embryos die in the shell at 
the 4th or 5th day—succumb at the 17th to 19th 
day—or, if they hatch, produce puny weak un- 
livable chicks. 

With vitamin E fortified Sterling Poultry Mashes 
available, it is no longer necessary for farmers to 
take chances on vitamin E. Help your customers 
reduce their risks and increase their profits. Be the 
dealer in your locality who can offer feeds with 
a certified vitamin E content. Ask a Northrup, 
King representative to call and explain the many 


advantages of the Northrup, King line of vitamin- 
blended feeds. 


NORTHRUP, KING CO. 


Minneapolis, Minnesota 


HOW WELL DO YOU 
KNOW YOUR VITAMINS! 


To help dealers answer the many puzzling 
questions that people are asking about vita- 
mins these days, Northrup, King & Co. have 
published a 16 page booklet of questions and 
answers covering all of the accepted vitamins. 
Be sure to ask for your copy—it’s free! 
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Northrup, King & Co., 1500 Jackson St. N.E., Minneapolis, Minn. 
Please send me, without charge or obligation, a copy of your booklet 


called “What’s This About Vitamin E”—containing questions and 
answers on all vitamins. 


Have representative call......1.009Do not have representative call........... 
Firm 

Individual 

Address 
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GROWTH HATCHABILITY FEED UTILIZATION 


GROWTH BEGINS IN THE SHELL—Growth begins in the 
egg—before the hatch. Growth starts as the embryo feeds 
upon the nutritive substances the hen deposits within the shell. 

Research authorities at Cornell University, Ithaca, N. Y., 
have found there must be sufficient Lactoflavin stored within 
the egg for the embryo to develop and grow. 

State Agricultural Colleges and Experiment Stations every- 
where have verified this fact. 


NOW—FEED UTILIZATION—Now comes an important 
new discovery —R. M. Bethke and P. R. Record of the Ohio 
Agricultural Experiment Station report that correct amounts 
of Lactoflavin added to mashes result in better feed utilization. 
This means that adequate Lactoflavin in poultry mashes 
will produce more eggs and more chick growth per bag of feed. 
Growth, hatchability, and feed utilization are three factors 
most important in the single problem of hatching more and 
better chicks per hundred eggs—at a lower cost per chick. 


ECONOMY FOR FEED MANUFACTURERS —Flaydry 
Lactoflavin Supplement is a product of Borden scientific re- 
search. It is built to provide an economical supply of Lactoflavin 
for feed manufacturers. Flaydry Lactoflavin Supplement assures 
normal embryo growth, efficient feed utilization, increased 
hatchability. This means money to poultrymen who use feeds 
containing Flaydry Lactoflavin Supplement. 

Leading feed manufacturers are adding Flaydry Lactoflavin 
Supplement to poultry mashes because it increases their own 
profits as well as the profits of their poultrymen customers. 

Write immediately for full information on how Flaydry 
Lactoflavin Supplement can make money for you. 


"tet BORDEN COMPANY 


Special Products Sales Division 


350 MADISON AVENUE, NEW YORK, N.Y. 


@ JAY MARTIN, manager, Wausau 
Flour & Feed Co., Wausau, Wis., and his 
wife spent the Christmas and New Year’s 
holidays visiting with friends and relatives 
in Minnesota. 


@ WILLIAM ASMUTH, JR., National 
Oil Products Co., Harrison, N. J., who 
was confined to a hospital at Plymouth, 
Wis., for five weeks, recovering from in- 
juries received in an automobile accident, 
is back again calling on the trade. 


@ BOOTZIN CO., Abbotsford, Wis., has 
installed new grinding machinery and a 
feed mixer to take care of increased busi- 
ness. Ervin Marcus is manager. 

@ RON KENNEDY, secretary, Inde- 
pendent Feed Dealers of Iowa and the 
Western Grain Dealers association, spent 
the holiday season at his home in Spokane, 
Wash. 


@ NETTESHEIM & OTTO FEED CO. 
warehouse and office, Sussex, Wis., was 
destroyed by fire recently with a loss esti- 
mated at $5,000. Alfred Otto, manager, 
was visiting his son who is a patient at 
the Mayo clinic, Rochester, Minn., at the 
time the blaze occurred. 


ae 


FRANK HOLT INJURED 


Frank Holt of the western division, 
White Laboratories, Inc., formerly Health 
Products Corp., sustained head lacerations 
and a compound fracture of the knee cap 
in an automobile collision at Brookville, 
Ind., December 13. He returned January 
8 from a hospital at Indianapolis where 
he was confined since the accident. He 
will be compelled to remain at his home, 
215 Franklin avenue, River Forest, IIl., 
until some time in March. Meantime, H. 
W. Swanson, also of the western division 
of White Laboratories, Inc., is dovetailing 
his territory in with that of Mr. Holt. 
Headquarters of the company are at New- 
ark, N. J., and the western division offices 
are at St. Louis. 


D. E. HALE DIES 


D. E. Hale, Northwestern Yeast Co., 
Chicago, died at his home in Glen Ellyn, 
Ill., December 18. He was 60 years old 
and widely known as a judge of poultry 
and Great Dane dogs. He served as chair- 
man of most of the important committees 
of the American Poultry association, was 
a director of the organization for nine 
consecutive terms and vice president since 
1934. Death resulted from high blood 
pressure with which he had been afflicted 
for several years. 


PURINA MEETINGS 


Plans have been completed for the hold- 
ing of two dealer meetings by Purina 
Mills, St. Louis, Mo., in the Minne- 
sota and Wisconsin territory. The first is 
scheduled for Minneapolis, January 31 
and February 1, at the Nicollet hotel and 
the second is to be held at the Schroeder 
hotel, Milwaukee, February 2 and 3. Fred 
S. Gilchrist, sales manager for the com- 
pany in the northwestern states, will have 
charge of both meetings. 
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Stoecker Finds Radio 
Kffective in Building 


Feed Business 


ECAUSE feed store customers are 

scattered over such a broad area, and 

because the average farmer is such 
a meager reader, feed store advertising is 
a unique problem. 

Many a feed man says, “advertising 
doesn’t pay me; high pressure just won’t 
work on farmers. Only thing to do is send 
a man right out on the farm to shake the 
farmer’s hand, call him by his first name.” 

Down in Peoria, Ill., is a man named 
E. O. Stoecker who has different ideas and 
those ideas are netting him a steady busi- 
ness increase. 

“Radio advertising,’ he maintains, 
“really works for me. It is far and away 
the most profitable type of advertising I 
have tried. The reason is that radio ad- 
vertising seems to meet every one of the 
difficulties of feed store advertising. It 
reaches out over the territory in which the 
potential customers are sprinkled. It isn’t 
necessary to read to get the benefit of it 
and over a period of weeks it instills in 
the farmer a feeling of familiarity with 
the store name which reduces his bashful- 
ness when he pays a visit.” 

Broadcasts the News 

Mr. Stoecker is proprietor of the 
Stoecker Seed Co., 216 S. Washington St., 
Peoria. Although nominally a “seed” 
store, actually it lays by far strongest 
emphasis on feed trade. 

Stoecker’s program is a 15 minute 
newscast coming at 6:15 a.m. This is the 
time most farmers in Central Illinois are 
likely to be listening to the radio. Stoeck- 
er formerly had a program at 10:30 in 
the morning and found it gave much less 
results. 

“A newscast program,” he explained, 
has several advantages, although it may 
not be a spectacular type of program. 

“Tn the first place it is economical. The 
only special man it requires is the re- 
porter. The cost of our program, coming 
every other week day, is only $60.00 a 
month. 

“In the second place the farmers are 
all interested in it. They don’t get to see 
a newspaper till they come in from work 
at noon, or night. Meanwhile they are no 
less anxious than city people to know 
what is going on in the world. Radio 
newscasts solve their problem. Besides, 
newscasts have so much more warmth, are 
so much more personal than papers. And 
farmers typically desire the personal 
touch. 

Gets Close Attention 

“In the third place a newscast listener 
has to pay strict attention to what is be- 
ing said. This strict attention lends to the 
working in of your own advertising with- 
out offense. Musical programs can and 
are turned on while one is reading, pre- 
paring breakfast, doing anything but 
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listening specifically to the program. Not 
so with newscasts.” 

Principal drawback to all radio adver- 
tising is the tendency of listeners to be 
irritated by commercial announcements. 
To minimize this effect Stoecker limits his 
advertising to two, 100-word announce- 
ments during the 15-minute period, one 
coming at the beginning and the other at 
the end. 

A typical announcement runs like this: 
“Folks, it will soon be baby chick time, 
and this year if you want to insure your 
baby chick profits by all means be sure 
the first feed those tiny little fellows get 
is Stoecker’s Quality chick starter. Farm- 
ers and hatcherymen indorse this product 
because they know it supplies all six vita- 
mins—yeast, cod liver oil and the essen- 
tial minerals to grow those tiny little 
fellows into large broilers and rugged 
hens . . . Don’t take chances with your 
chicks this spring. Feed them Stoecker’s 
Quality chick starter.” 

“T find it better to cut down on the 
amount of advertising,” says Stoecker, 
“than to chance leaving the listeners with 
an unpleasant feeling.” 

One Item at a Time 

“Only one item is advertised on each 
program. Concentration on one thing, 
creating a vivid impression of it, gives 
better sales results than scattering atten- 
tion. The item emphasized is changed 
with the seasons. 

“T find the program makes friends for 
the store among dozens who never had 


E. O. Stoecker inside his busy store 


heard of it and increases the friendship of 
those who are already customers. This 
friendship makes them more susceptible 
to other advertising we may do. A listener 
may never buy what we advertise on the 
radio. But when a direct mail or news- 
paper advertisement of our store appears 
in his home he is very likely to buy the 
article named in it.” 

Existence of such an attitude toward 
Stoecker’s in the community is evidenced 
not only by the increased trade but by the 
warmth with which the farmers greet 
Stoecker solicitors. 


Kraft, Collis, Ward Merge 


Sales Departments 


ILK products manufactured by the 

Ward Dry Milk Co. and the Collis 
Products Co., both of St. Paul, Minn., 
and similar products made by the dairy 
specialties division of Kraft-Phenix Cheese 
Corp., Chicago, have been consolidated 
under one marketing agency. Both Ward 
and Collis have been Kraft-Phenix sub- 
sidiaries for several years. 

The new organization will be operated 
under the management of C. M. Peterson, 
formerly general manager of the Ward 
and Collis companies and one of the or- 
ganizers of the Ward Dry Milk Co. in 
1923. T. G. Wilkinson of Kraft-Phenix 
will act as sales manager with R. J. 
Howat as assistant sales manager. 

Headquarters of the newly enlarged 
dairy specialties division of the Kraft- 
Phenix Cheese Corp. will be at 400 Rush 
street, Room 1004 Wrigley building, Chi- 
cago, Ill. The personnel of the three con- 


solidated companies will remain the same. 

“Mutual efforts of these three well 
known firms functioning through one sin- 
gle unit,” the company stated, “will enable 
us to give even more satisfactory service 
than in the past. With drying plants lo- 
cated throughout all dairy states and op- 
erating under one management we can 
make quick delivery of any of our com- 
plete line of milk products including 
Kraco dried cheese whey, Delyn dried 
casein whey, dried skim milk, dried but- 
termilk or any other specialized milk 
products which may be required for hu- 
man or animal consumption. 

“Laboratory service will be available 
for the solving of customers’ problems in 
the manufacture of mixed feeds and pre- 
pared flour and other industries. In ad- 
dition, the services of trained, practical 
men from all three organizations will be 
in constant reach of the trade.” 
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JONES 
FEED STORE 


YOUR STORE TOO! 


Look at ’em come—new customers 
and old customers! They’ve heard 
about W. I. O.—Wayne’s sensa- 
tional new Chick Starter merchan- 


dising plan for feed dealers. 


W. I. O. is just the plan you need. 
It’s a sure way to build new Chick 


Starter business and increase old 


WAYNE FEEDS 


Allied Mills, Inc., Service Dept., Fort Wayne, Indiana. 
Sure, I want all the details about W. I. O. Send them to me at once. 


business. It’s profitable for you and 
helps your customers to save on 
their feed costs. 


W. I. O. is easy to work. It’s sure- 
fire and hits the target every time. 
Get started now and watch your 
profits grow. Write today for full 
details. Just mail this coupon below. 


Name. 
Dealer Address 
MM AIL THIS COUPON TODAY 


| 
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Hitch Your Selling to Pulling Power 
National Advertising 


© Manufacturers Glad to Cooperate With You 


EED and specialty manufacturers 
spend hundreds of thousands of dol- 
lars in direct mail, farm paper and 
magazine and radio advertising to induce 
consumers to buy their products. These 
dollars represent a constant pulling power 
to which the retail feed dealer can hitch 
his selling and reap additional sales and 
profits. And the manufacturers spend ad- 
ditional money to make the job easy. 
Practically all firms advertising on a 
national scale have a dealer service de- 
partment which will furnish mats, cuts or 
illustrations which can be used with good 
results in local newspaper or direct mail 
advertising. In most cases this material 
is furnished free on request. 


They Find It Pays 

Hundreds of dealers have already found 
that tie-up ads pull more sales and in- 
crease their profits because the national 
advertising of the manufacturers creates 
a desire to buy and the local ads tell the 
consumer where to buy. 

The more aggressive feed retailers even 
go a step farther. In addition to featur- 
ing the items which the manufacturer is 
plugging in the farm papers and magazines 
and over the radio they arrange window 
displays for each particular product in ad- 
dition to using newspaper advertising. 
Thus the farmer, attracted to the store 
by the ads, finds the actual merchandise 
looking right at him the minute he steps 
from his automobile. With a final con- 
vincing sales talk by the dealer himself, 
few if any prospective purchases should 
escape without taking home a nice order. 

Every advertising expert will agree that 
illustrations increase reader attention and 
make the advertising message more effec- 
tive than a multitude of words in print. 
It would be costly for a feed dealer to 
engage an artist to draw his illustrations 
and to pay an engraver for making them 
into cuts suitable for printing. Working 
on a large scale, the manufacturers are 
able to do this economically. Most of 
them will furnish paper mats on request. 
These can be handed to the local news- 
paper which will make a metal cast of 
them without charge and which will print 
clearly. 

They Pull For Him 

“T never miss an opportunity,” says one 
dealer who enjoys a nice volume of busi- 
ness on nationally known lines of mer- 
chandise, “‘to ask the manufacturers of the 
products I handle to furnish me with all 
of the material they have on hand. And 
when I receive it I do not let it lie around 
on my desk. I call in the advertising rep- 
resentative from my local newspaper and 
together we work out a series based on 
this material. In this way my advertising 
is well-planned for each season of the 
year. 

“For a time I just ran the advertising 


THE FEED BAG — January, 1938 


Your family doctor as 
the American Medical 


a 
Gold Medat 
Dent substitutes, 


Flour. 


Regular and systemctie 

use of Dr. Salsbury's 
Phen-O-Sal Tablets in your 
chicks’ drinking water will greatly 
lessen the danger of serious 
losses from coccidiosis. See us at 
once for complete information. 


“Eventually, Why Not Now?” 
Gold Medal Flour 
“KITCHEN TESTED” 

n member of 
has piwed the seal of acceptance on 
Klichen Tesicd 
Insist that 


yous deliver to you only the 
genuine Gold Medal Kitchen 


2 tb ronnd 
Ivory. 


100 th., 10 Ib. and 3 Ib. cloth sucks. 
3 2 and tb. square cartons. 


Insist on genuine Worcester free-running, 
non-hurdening salt. 
not supply you see us at once, 


} Your grocer can supply yeu with genuine Wor- 


Association 


Flour. 


Tested 


HIGH PURITY 
STRONG 
GERMINATION 


WORCESTER SALT 
IT PAYS THE BEGT 


TO BUY THE 


cester in the following sizes: 


eans, Todived or (plain) 


It your grocer can- 


~ a 


We have all sizes in stock fiom 


one oz. to 50 Ib. cans. The larger 
the size you bny the lower the 
price per pound, 


| 


| 
ovsTER SHELL 
FLAKE 


Py 


> 85c per 100 lbs. 


At The Railroad Bridge 2 Blocks North 


Door County Produce 


Door County’s Leading Feed and Seed Store 
of New Bridge. 


Sturgeon Bay 


An example of how one feed dealer utilizes cuts and mats furnished by manufacturers in his local 


newspaper advertising. 


with good results but of late I have shown 
an even greater increase in my sales by 
featuring every product I advertise in my 
window and inside the store. Another plan 
I use is to clip the national advertisements 
out of the farm papers and magazines. I 
paste these in the window or in a con- 
spicuous place in my store with a sign 
above reading, ‘Sold Here’. The farmers 
are accustomed to seeing the ads and this 
little stunt makes a good tie-up. 

“T also publish a little newspaper which 
I mail to my customers every month. 
About half of it is advertising and the 
rest copy, and I certainly find the cuts and 
mats and other material furnished by my 
manufacturers handy for this purpose. 
Some of them also furnish counter dis- 
plays which I also find effective in gaining 
consumer interest.” 

With the advent of the new year every 
feed dealer should resolve to tie up with 


the tremendous influence exerted on mil- 
lions of readers by national advertising of 
the manufacturers. Such advertising may 
be likened to a network of high power 
electric lines strung throughout the coun- 
try. Those who hook their local advertis- 
ing to these lines and lead them into their 
own stores will find profits being generated 
direct into their own cash registers the 
year ‘round. 


@ ARTHURDALE COOPERATIVE AS- 
SOCIATION, INC., Arthurdale, W. Va., 
has purchased the grist mill of the Preston 
County Milling Co. 


++ 


@ P. A. McGOWAN has purchased the 
interest of Robert C. Chaapel in Chaapel’s 
seed store and will continue to operate 
it under the same name. A complete line 
of feeds is handled. 
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GOOD ARGUMENT 
Teacher: “It gives me great pleasure to 
give you 85 on your history test.” 
Dealer’s Son: “Why don’t you make it 
100 and get a real thrill out of it.” 
* * * 
OBEYED ORDERS 
G-Man: “He got away, did he? Didn’t 
you guard all of the exits?” 
Constable: “Yep. He must have got 
out of one of the entrances.” 
« 
PAID IN ADVANCE 
Salesman: “Why are you thrashing your 
little son?” 
Feed Dealer: “He gets his report card 
tomorrow and I’m ‘leaving on a business 
trip tonight.” 


KRACKED 


KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


SUPPLY AND DEMAND 

Tourist: “When I visited here last year 
there were only two windmills. What has 
become of the other?” 

Native: “We had to take it down.” 

Tourist: “Why? Both of them were in 
good condition.” 

Native: “There was only wind enough 
for one.” 


TSAL 
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GET READY 


FO 


A BIG CHICK 


SEASON 


| erining 4 experts are predicting a big year for the sale of baby 
chicks. Market conditions invite farmers and poultry keepers 
to raise many more chicks this year than in 1937. A good many 
of them should come into your neighborhood. Be ready to help 
your customers do a better and more profitable job of raising 
their chicks. Sell them Ful-O-Pep Chick Starter and show them 
how to raise their chicks more economically by feeding the Ful-O- 
Pep Way—and grow a finer lot of big capable pullets. We furnish 


instructive literature for free distribution to your customers. 


MS and prices. 


y) © Right now every one of your poultry feed cus- 
tomers can improve the production from their 
laying flock by feeding Ful-O-Pep Egg-Breeder 
Mash. It contains the ingredients that help hens 
lay more big, sound shelled, premium eggs, and 
keep up in health and body weight. 


e If you are not selling Ful-O-Pep you are missing 
a lot of good profitable sales. Write for literature 


THE QUAKER OATS COMPANY 


Dept. 32-A, 141 W. Jackson Blvd. 


CHICAGO, U.S. A. 


ONLY HUMAN 

Mother: “Who taught you that wicked 
word?” 

Small Boy: “Santa Claus.” 

Mother: “Santa Claus?” 

Small Boy: “Yes, when he stumbled 
over my bed on Christmas eve.” 

GOOD RIDDANCE 

Farmer Jones: “Is your son, Josh, go- 
ing to college?” 

Farmer Brown: “Yes. It’ll cost some- 
thing to send him but it will be worth a 
good deal to keep him from interferin’ 
with practical work around the place.” 

* * * 


COMPLETELY 
Solicitor: “Would you give ten cents to 
help the Old Ladies’ Home?” 
Drunk: “What! Are they out again?” 
* * 


YOU CAN’T WIN 

Salesman: “How did you get so round 
shouldered?” 

Feed Dealer: “Winding up the phono- 
graph for my daily dozen records.” 

2° 

A corset is like an ash cart because it 

goes around gathering up the waist. 
“a 
FALSE ECONOMY 

Foreman: “See here, buddy, that other 
fellow is carrying two logs when you're 
moving only one.” 

Buddy: “That fellow’s too lazy to go 
twice.” 

* * * 
TIME MARCHES ON 

Mildred: “Did your watch stop when 
it hit the floor?” 

John: “You didn’t see it go on through 
did you?” 

* * * 

A gleam in the eye is a twinkle that’s 

going to do something about it. 
* @ 
SAFETY FIRST 

Grandma: “Keep away from that radio, 
Alfie.” 

Alfie: “Why, grandma? 
listen.” 

Grandma: “Well, that fellow what’s 
speakin’ has got a nasty cough.” 

WOULDN’T CUT UP 

Dealer’s Son: “We had nothing but cof- 
fee for breakfast this morning.” 

His Pal: “How come?” 

Dealer’s Son: “Mother sent daddy out 
for bread last night and he brought home 
an unsliced loaf.” 

GOING TOO FAR 

Teacher: “Bobby, give the principal 
part of the verb swim.” 

Bobby: “Swim, swam, swum.” 

Teacher: “All right. Now try dim.” 

Bobby: “Dim, damn—say, are you try- 
ing to kid me?” 


I want to 
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Customers Wouldn’t Believe Claims 


So Lois Raised Hogs Himself 


© Supplement Sales Now Showing Steady Gain 


H. LOIS, A. H. Lois Feed Co., Bas- 
sett, Wis., was talking to a feed 
dealer friend one day. 

How’s business?” he asked. 

“Fine,” replied the dealer friend. “My 
hog feed sales certainly put me over the 
top this year. Moved a couple of hundred 
tons at a profit.” 

That evening when Mr. Lois returned 
to his office he took an inventory of his 
sales. The figures revealed that the ex- 
tent of his hog feed business for the en- 
tire year was confined toa couple of tons 
of tankage. 

Finds Farmers Cold 

“I’m going out tomorrow morning,” he 
said to himself, “to give these hog feeders 
a call. If my dealer friend can do so well, 
why can’t I?” 

So into the territory on the following 
morning he went. But he was due for 
bitter disappointment. His prospects were 
dyed-in-the-wool farmers. 

“We've been raising hogs on plain corn 
and other grain for all these years and 
getting along pretty well, so why should 
we change?” was their argument. 

Mr. Lois returned that evening without 
a single order. But he refused to take a 
licking. 

Puts in His Own Hogs 

“IT am going to raise hogs myself and 
prove to these farmers that a balanced 
feed will return more pork and bigger 
profits for every dollar invested,” he de- 
cided. 

A few days later he attended an auction 
sale and purchased the entire lot of hogs 


offered on the block. Quarters for the. 


young animals were arranged in a barn 
adjacent to the feed store. The hogs were 
put on a ration containing home grown 
grains plus the supplement that Mr. Lois 
wanted to sell. Scales were brought out 
and accurate weight records were kept. 
The cost of the feed and the market value 
of the pigs were also shown on charts. 

With their own eyes the farmers were 
able to see the results. And Mr. Lois did 
not miss any opportunities to bring cus- 
tomers who visited the store into the barn 
to see the thriving porkers. Some of them 
were convinced without sales talk and 
placed orders for hog supplement. If they 
hesitated, Mr. Lois went a step farther. 

Results or No Pay 

“Tl tell you what I'll do,” he offered. 
“We'll take two lots of pigs on your farm 
and feed one a supplement and the other 
straight grain. I’ll furnish the supplement 
and if I can’t prove to you that it pays 
you don’t owe me a cent.” 

This plan landed many feeders, among 
them one who raises 100 hogs each spring 
and fall. He is now one of the Lois feed 
store’s biggest customers, buying in ton 
lots at regular intervals. 
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“The idea of raising hogs in connection 
with my business has not only increased 
my sales from nothing to almost a car- 
load monthly but I also make a nice profit 
over the cost of feed when I market the 
animals,” explains Mr. Lois. “This year 
I am raising 60 hogs and next spring I 
am going to put in 100 of them. When I 
market my present lot, I am going to wave 
the check under the nose of every farmer 
who comes to the store—show him my 
actual profits and convince him that he 
can do the same. 

“Several farmers come to me and ask 
if they can purchase young pigs. I am 
always glad to accommodate them. 

“This year I expect to have several lit- 
ters of pure bred hogs which I am going 
to induce my customers to buy to improve 


Tribute Paid to Three Mills 
At Waverly, N. Y. 


Tribute was paid to Kasco Mills, Inc., 
Tioga Mills, Inc., and the Quaker Oats 
Co., all operating in Waverly, N. Y., at 
a special “mill night” dinner held recently 
by the city’s board of trade. More than 
150 persons attended. 


Brief histories of each firm were given 
by speakers and their importance in the 
life of the community was stressed. 
Among the honored guests were A. L. 
Palmer, chairman of the board, C. B. 
Dounce, president, H. Slade Palmer, vice 
president, Fred Deyo, treasurer, and C. 
Frisby Howard, secretary, all of Tioga 
Mills, Inc.; C. J. LaFleur, sales manager, 
Kasco Mills, Inc., and Foster C. VanNoy, 
superintendent, Quaker Oats Co. 


The principal speaker of the evening, 
Cecil Berry, president of the Citizens Na- 
tional bank, sounded a warning to legis- 


The business which Al Lois, A. H. Lois Feed Co., Bassett, Wis., 
started in 1927 has had a record of steady growth. Another ex- 
pansion is now being planned. Mr. Lois is shown in the inset. 


the breeding stock on the farms in my 
community. The best feed will not give 
results on hogs of poor pedigree, no more 
than it will get milk out of a scrub cow. 

“My hog project has proved to me that 
farmers are from Missouri. You’ve got to 
show ’em that you can back up your 
claims. They are coming my way nicely 
now, and in another year I hope to have 
my hog feed department built upon a par 
with my dairy and poultry feed depart- 
ment.” 

Contractors are now figuring on a steel 
warehouse addition to the A. H. Lois Feed 
Co. plant. Part of this expansion was ne- 
cessitated by the increase in hog feed 
sales and a general improvement in the 
entire business which Mr. Lois has oper- 
ated since 1927. 


lators who would burden industries such 
as the local mills. 

“What would happen,” he asked, “if 
these three plants were to close? They did 
not do so during the depression but the 
possibility is not remote because of gov- 
ernment interference, regulation and taxa- 
tion.” 


a 


@ WARREN C. FITCH and his brother, 
Clarence, have opened a feed store in the 
former storeroom of the Newport Textile 
Co. plant, Newport, N. Y. 


@ MAUMEE VALLEY TRADING CO., 
710 Mill Street, Toledo, Ohio, has been 
organized as a brokerage firm to deal in 
mixed feeding ingredients and grain. Carl 
E. Bryant is manager. 

@ DRY FORK MILLING CO. plant, 
Dry Fork, Va., was destroyed by fire 
December 21. Loss was estimated at $80,- 
000. 
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What Is Corn Gluten Feed and Meal 


How Is It Manufactured 


® Feeding Value of Products Also Explained 


ORN gluten feed and meal are prod- 
ucts of the corn refining industry 
and are made from parts of the corn 

kernel in the manufacturing processes 
which also produce starches, syrups, sug- 
ars, dextrins, corn oil, corn oil meal and 
corn oil cake meal. 

The corn is first steeped in warm water 
containing enough sulphur dioxide to 
soften the kernel and prevent fermenta- 
tion. This water takes up much of the 
valuable solubles and mineral matter. Aft- 
er the corn has been soaked the steep- 
water is not thrown away but is concen- 
trated to the consistency of a syrup for 
use as an ingredient of gluten feed. 


Run Through Mills 

The corn, after steeping, is put through 
degerminating mills, which break the ker- 
nel without crushing the germ. The germ 
is then removed and the remainder of the 
kernel is ground to a fine consistency in 
preparation for removal of the starch and 
gluten. Hull and fiber are taken out by 
straining through bolting silk. The starch 
and gluten pass through the silk and are 
poured onto long troughs called starch 
tables. Here the starch, being heavier, 
settles out and the gluten passes off at 
the end of the table. The hulls, fiber and 
gluten are brought together for the mak- 
ing of feed and are pressed into a cake in 
filter presses. 

The caked feed from the filters is bro- 
ken up and transported to driers where 
the concentrated steepwater is sprayed on 
to increase the nutritional value. After 
drying the feed is grouped up and screened 
and is then ready for sacking. 

Average Analyses 

There are about nine manufacturers 
who make gluten feeds. The analyses vary 
but slightly and the following composite 
gives the approximate composition: 


Per Cent Minimum 


Protein: 23 to 25 

Per Cent Maximum 

Fiber ....... 7to 8.5 
Per Cent Minimum 

Nitrogen Free Extract -49 to 57 


Analyses of the corn gluten meal pre- 
pared by the several manufacturers will 
not vary beyond the following: (The 
variation is between manufacturers, not 
in the product of any one of the com- 
panies. ) 


Per Cent 
Protein .. 
4 
Nitrogen Free Extract _....._40 to 42 


One type of corn gluten feed is called 
sweetened feed, due to the addition of 
corn sugar or cane molasses. A typical 
analysis is: 


Per Cent 
20 
Nitrogen Free Extract 52 


Feeding Value 
The first characteristics of corn gluten 
feed are its high protein content and high 
digestibility. It is a source of vitamin A, 


Hew’ are corn gluten feed and 

meal produced and what 
are their feeding values? Nor- 
man F. Kennedy, director of re- 
search, Corn Industries Research 
Foundation, answers these ques- 
tions in the accompanying article. 
Offices of the foundation are 
located at 270 Broadway, N. Y., 
and its membership is composed 
of nine manufacturers of corn 
products. 


of minerals that are lacking or deficient in 
the diet and of the carbohydrate that is 
needed for energy. 

In addition, is has an excellent color, is 
very palatable and acts as a stimulant to 
the appetite. It furnishes bulk and is 
mildly laxative. Its proportion of digesti- 
ble nutrients runs to 80 per cent or over. 


@ SCOFIELD FEED & SEED CO., 
Council Bluffs, Ia., was damaged by fire 
recently with a loss estimated at $5,000. 
Roy A. Scofield is president of the com- 
pany. 


++ 


@ HARRY S. HELM, president, Russell- 
Miller Milling Co., Minneapolis, Minn., 
celebrated his 70th birthday anniversary 
December 18 and was the honored guest 
at a party arranged by the office staff of 
his company. 


a 
++ 


@ QUIN JOHNSTONE, son of A. L. 
Johnstone, Johnstone-Templeton Co., Mil- 
waukee, Wis., left January 3 on a trip to 
Bombay, India, where he will assist in 
establishing an ice cream plant. He has 
been associated with his father in the 
grain commission business. 


ARCADY SALES MEETING 


State sales managers of the Arcady 
Farms Milling Co., Chicago, held a meet- 
ing at Chicago, December 6, to map plans 
for 1938. W. D. Walker, vice president 
and general manager of the company, 
presided. 


In combination with other ingredients 
it is used in a number of ways—as a fat- 
tening or growing feed for cattle, a milk 
producer for dairy cows, a fattener for 
poultry, an egg producer for laying hens, 
a hog ration and as a fattener for lambs. 

Corn gluten feed contains the protein, 
minerals and other elements that are need- 
ed to bring the home-grown ration up to 
the proper dietary standards. It brings the 
protein and carbohydrate into correct bal- 
ance, improves the palatability of the mix 
and provides the extra nutritive values 
that are needed for growth, fattening or 
milk or egg production. 

Rich in Vitamin A 

Of particular interest is the vitamin A 
content of corn gluten meal. This is the 
vitamin that is essential to growth in ani- 
mals and must be present in the diet in 
reasonable amounts. A deficiency of this 
vitamin not only retards growth but may 
result in severe disorder of the digestive 
tract, eyes and other organs. 

In general, the amount of corn gluten 
feed to be used in the dairy ration is 
from 20 per cent to 35 per cent. Up to 
40 or 50 per cent of sweetened corn gluten 
feed should be used in the dairy ration or 
it can be fed straight as a supplement to 
pasture during the summer season. 

For high protein dairy rations, up to 
30 per cent of corn gluten meal is recom- 
mended. In poultry mashes, up to 10 or 
15 per cent of corn gluten meal is in- 
cluded. 


@ MAZOMANIE MILLS, Mazomanie, 
have reopened the feed store formerly 
operated by E. R. Simons, Baraboo. Wil- 
liam Cramer has been appointed manager. 


@ DE GRAFF HAY & GRAIN CO., 
De Graff, Ohio, has been sold to Farm 
Industries, Inc., which will spend approxi- 
mately $25,000 in expanding the plant for 
0 manufacture of dehydrated alfalfa 
ay. 


a 


MICHIGAN 


D. C. Curtis and son, Robert, have 
opened a new feed store at Bancroft and 
are doing business in the location formerly 
occupied by Harold Waldie. 

T. H. McDonnell, long associated with 
A. K. Zinn & Co., Battle Creek, Mich., 
has been promoted to manager with head- 
quarters in Detroit. He succeeds H. E. 
Robinson who has resigned to engage in 
other work. 

John Ginter, manager, Elkton elevator, 
Elkton, died recently after an illness of 
four years. He was 60 years old. 

Clyde R. Martin has been appointed 
manager of the Hillsdale County Co- 
operative association, Hillsdale, succeed- 
ing C. W. Folger who recently resigned. 
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A. L. Stanchfield & Co. 
Feeds—“Stand by Stan” 


Russell Miller Milling Co. 
Occident Flour and Feeds 


Reliance Feed Co. 
Millfeed Jobbers 


North East Feed Mill Co. 
Ground Oat Groats—Low Fibre Content 


Mullin & Dillon Co. 
Corn—Oats—Barley—W heat 


Midland Hay & Feed Co. 
Hay and Millfeed 


Maney Bros. Mill & Elevator Co. 
All Feed Ingredients 


Kantar Feed Co. 
208 Corn Exchange 


I. S. Joseph Co., Inc. 
Mill Feed Merchants 


E of the Minneapolis Market join in extend- 
ing to you best wishes for a most Happy and 
Prosperous New Year. It is our earnest desire to 
render the best possible service at all times, and 


we are heartily grateful for your past patronage. 


R. R. Howell & Co. 


Mill Machinery and Supplies 


Hiawatha Grain Co. 
Grain and Screenings 


Walter Haertel Products Co. 
Feed Products 


Fruen Milling Co. 
Dairy Feeds 


J. A. Forrest Company 
Wholesale Flour and Feed Merchants 


Wayne Fish & Co. 
Feed Ingredients—Binder Twine 


Cereal Grading Co. 


Grain Merchants 


Bunge Elevator Corp. 
Grain— Any Grade, Quantity or Time 


A. G. Bemmels Co. 
510 Hodgson Bldg.—Millfeed 


Banner Grain Co., Inc. 
Milling Wheat and Coarse Grain 


MINNEAPOLIS 


The Primary Market for Feed, Grain and Machinery 
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@ EMERY KOVACH, sales manager, 
Arcady Farms Milling Co., Chicago, left 
Christmas day to spend a winter vacation 
at Miami, Fla. 


@ L. F. BROWN, secretary, American 
Mineral Feed Manufacturers association, 
Chicago, is back on the job after being 
confined to his home for a week because 
of illness. 


@ CRAWFORD BROS., Walton, N. Y., 
who have been in the feed business for 
the past 50 years, have opened a feed 
store in the former George H. Davidson 
hardware building. 


@ WEIR GRAIN CO. warehouse, Taun- 
ton, Mass., was badly damaged December 
18 by fire which followed an explosion. 


means a dependab 
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NSEED PRODUCTS ASSOCIATION . 


ORA 


John Nolan Elected to Head 


Pennsylvania Dealers 


HE sudden realization that there was 
need of their old organization with its 
long history of service and pleasant asso- 
ciations brought several feed men of 
Southeastern Pennsylvania together at the 
Moyer building, Lansdale, Pa., December 
15. And there was the enforcement of the 
recently enacted Pennsylvania 44-Hour 
law to consider also. 
After the routine business of the asso- 
ciation had been conducted, Arthur B. 
Stover, president, asked for opinions on 


the future of the organization. Among 
those who responded were Ralph Miller, 
Collegeville, Pa., A. K. Schultz, Barto, 
Pa., R. E. Swinehart, Pottstown, Pa., A. 
R. Kreibel, Norristown, Pa., and E. R. 
Rockafellow, Philadelphia, Pa. 


The consensus was that the association 
should continue to function and that there 
was as much if not more need for the 
organization now than at any time in the 
past. 

Elected officers for the ensuing year 
were John V. Nolan, Malvern, Pa., presi- 
dent; Harry M. Walton, Belfry, Pa., vice 
president; Howard A. Simpson, Norris- 
town, Pa., secretary-treasurer, and Albert 
J. Thompson, Wycombe, Pa., Clarence 
Kratz, Schwenksville, Pa., and Robert 
Mattern, West Point, Pa., executive com- 
mittee. 


President Stover then introduced Louis 
E. Thompson, secretary of the Eastern 
Federation of Feed Merchants, who 
opened the discussion of the 44-Hour law. 

Mr. Thompson held the opinion that 
such legislation should not be enforced on 
the milling and feed trade at all because 
of the direct connection of the feed busi- 
ness with farming, and because a restric- 
tion on the hours of labor in the feed 
business would increase the costs of feeds 
to the farmer. 


“Farmers require the services of the 
feed man at both early and late hours,” 
he said, “and increased costs of feeds 
would reduce the farmer’s income which 
everybody agrees is too small now.” 

The speaker raised the questions: Can 
the price of feed be lifted in Pennsylvania 
against the competition of feed manu- 
factured in neighboring states that have 
no regulation of the length of the work 
week? Will the farmer be able to pay 
higher prices for feed with the egg ratio 
and the dairy ratio determined in states 
other than Pennsylvania? 


Mr. Thompson rallied the Southeastern 
Pennsylvania feed men to join in asking 
the Labor and Industry board to except 
the feed trade from compliance with the 
law. In the absence of action on their 
part, he said, he had corresponded with 
the officers of the Pennsylvania Millers 
and Feed Dealers association and had 
learned that that organization had asked 
for changes and exceptions in the law. 


“Now it behooves the feed dealer,” he 
added, “to note carefully the hours re- 
quired for his employees to do the work 
of the week and the manner in which the 
hours of work are spread over the week 
to take care of the farmer customers.” 


At the conclusion of Mr. Thompson’s 
remarks, a general discussion followed 
which resulted in the adoption of a reso- 
lution requesting the Eastern Federation 
to join with the Southeastern association 
in asking the Labor and Industry board 
of Pennsylvania to except the feed trade 
from the provisions of the 44-Hour law. 
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Merchandising 


GOOD friend of this writer is also a good newspaper 
A man. He wouldn’t have been in the newspaper busi- 
ness had he followed the definitely expressed wishes 
of his father. “I don’t want to see you in the newspaper 
business,” his dad, who was managing editor of a large south- 
western metropolitan daily, told his son time and time again 
when the lad suggested newspaper work—the field nearest 
to his heart. The boy even “sold” himself to the city editor 
of that paper but his father said, “If you hire him, I’ll fire 
you.” 

It seems to be a common tendency for business men to 
advise youngsters, “for goodness’ sake, don’t go into the 
business I’m in.” If they are serious in their statements, it 
is probably because, through their close contact with the 
business, they have experienced many trials and tribulations. 
Yet there certainly is an appeal to the business, or those men 
wouldn’t remain associated with it. 

More than once this writer has heard farm supply mer- 
chants make similar statements, intimating that their partic- 
ular business was just about at the “jumping off place” com- 
mercially. When you compare the possibilities in selling feed, 
seeds and fertilizers, farm tools—when you analyze the rela- 
tion of such a business to a community, you quickly become 
convinced that yours is, after all, an exceptionally good busi- 
ness to be in. 

It’s a Basic Business 

People must eat every day, week in and week out, year 
after year. The production of food products is, therefore, 
one of the most fundamental of the world’s industries. You 
have ‘a close tieup to the farm, are in on the ground floor 
of this tremendous business. Notice how the production of 
farm products compares in value with that of other natural 
commodities. Then consider whether you would prefer to 
be connected with some other industry. 

The annual production of apples, oranges and peaches 
equals the annual production of iron ore plus $50,000,000. 

The annual production of poultry, eggs and honey equals 
the annual production of all American oil wells plus $100,- 
000,000. 

The annual production of livestock equals the annual pro- 
duction of automobiles and farm implements plus $350,000,000. 

The annual production of corn and wheat equals the annual 
production of all metal products (except those of iron and 
steel) plus $300,000,000. 

The annual production of the remainder of the products 
of the farm equals the total earnings of the country’s rail- 
roads plus $100,000,000. 

You can be dead sure that your business is not going to 
be wiped out by whim, or fashion, or by radically changed 
buying habits. People may serve dishes on their tables, pre- 
pared in new ways but all are based on the same essential 
beef, pork, potatoes, corn, wheat ‘and other fruits of the farm- 
ers’ activities. Each season new crops must be grown that 
require a certain amount of new machinery, fresh seeds, 
additional supplies of fertilizer. Every day the pigs, cows 
and chickens must be fed or there will be no pork, milk, and 
eggs tomorrow. What more dependable business could one 
have than that of supplying the needs of this tremendous 
farm market? 

A Business That Isn’t Overcrowded 

“Ha, ha,” you can hear dealers chuckle when the statement 
is made to the effect that the farm supply field is not over- 
crowded. “And there are five feed stores in this town,” they 
may add. Possibly so, but how many grocery stores, dry 
goods stores, butcher shops are there? What kind of feed 
stores are those five? One aggressive go-getting merchant 
doesn’t consider even four competing merchants much of a 
crowd if the other four are of the “sack-riding” type! 
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Chapter 28. You Are in a Good Business 
By I’. Harvey Morse 


Farm Supplies 


It’s safe to say that the farm supply field isn’t overcrowded 
because the sales possibilities among the millions of people 
in the United States dependent upon agriculture are so far 
from being fully achieved. “But, practically every livestock 
raiser is buying feed from some one of those stores,” you 
object. Quite so, but what kind of feed? Nine out of ten of 
the feed dealers, according to this writer’s experience, will 
tell you that they make very little profit on mill. feeds yet, 
according to a New York survey, 74.4 per cent of the feed 
sold by the dealers studied, consisted of ingredients—only 
25.6 per cent represented the sale of the more profitable com- 
mercial feeds, feeds more profitable to the feeder and more 
profitable to the dealer. The field for commercial feeds won’t 
begin to be overcrowded until those percentages are reversed! 

Or consider fertilizers. While it is true that fertilization 
is generally accepted in some sections, there is still a vast 
acreage all over the United States and Canada that could 
profit from the use of fertilizer. Only about 36 per cent of 
the North Central States farmers use commercial fertilizer. 
In some localities, the acreage on a single crop, potatoes for 
example, may be fertilized 99 per cent, while the acreage on 
corn and oats may be fertilized only around 40 per cent to 
50 per cent. In other sections, there will be a lower per- 
centage of fertilization on all crops. 

Significant too, is the fact that 65.4 per cent of the thou- 
sands of farmers interviewed stated plainly that they depend- 
ed upon the dealer to help them pick the proper grade of 
fertilizer. Indeed, the farm supply dealers fill a most im- 
portant role in supplying the farmer’s needs. 


You’re Tapping a Wealthy Market 

In spite of the constant political agitation for “farm relief” 
the farm market, in most cases, represents a rich merchan- 
dising field for dealers to work. Hundreds of merchants who 
have tightened up on their credit practice have discovered 
that many of the slowest paying customers have been able 
to pay cash for the products when the inducement was suff- 
cient. They have or can get money when they need it. 

Those farmers are buying the better, more expensive arti- 
cles that are helping to make life worth living today. Con- 
sider too that farm products are almost invariably sold for 
cash. Merchants who are selling poultry and. produce and 
dairy products are virtually in the same class with people 
who are on a weekly or semi-monthly salary basis. When 
you remember that the farmer is a better credit risk than 
almost any other class, you see again how favorably situated 
farm supply merchants are. To be sure there are still problems 
of carrying one crop farmers from season to season which can, 
however, be solved by a sound farm-financing plan promoted 
by local dealers and local bankers. 

Remember in your boyhood days, when snow covered the 
countryside, how you brought out the old sled and watching 
your opportunity, hooked on to an automobile or to a wagon 
drawn by a fast-stepping pair of roans? You weren’t expend- 
ing any energy. You were traveling right along on the other 
fellow’s power. From a merchandising standpoint, you are in 
exactly that same situation today. Spreading throughout the 
entire farm area, is a growing scientific attitude. The better 
farmers are using better feeding methods so that their poultry 
will lay two eggs where they laid one before, so their cows 
will give gallons instead of quarts, so their hogs will put on 
pounds in six months instead of a year. Those farmers are 
learning that one man can plow 14 acres a day with a tractor 
and a four-bottom plow. They are discovering that a tractor 
and a four-row planter will mean 50 acres of cotton planted 
a day. They know that they can cut 20 to 30 acres of hay a 
day where ten acres used to be considered a fine performance 
for two horses. And experience has taught them that 

(Continued on Page Forty-one) 
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HOT BOXES 
COST MONEY 


MODERN METHODS OF 
LUBRICATION CUT 
LABOR and OIL COSTS 
and PREVENT FIRES and 
SHUT-DOWNS FROM 
HOT BEARINGS. 


Ask your “Mill Mutual’’ Insurance 
Office for full Particulars. 


Mutual Fire Prevention Bureau 
Department of 
Association of Mill and Elevator Mutual 
Insurance Companies 


230 East Ohio Street, Chicago, Illinois 
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eed STONEMO GRANITE GRIT 


POULTRYMEN’S 
CHOICE 


@ 10 winning pens out of the 17 U. S. Egg Laying Contest 
Winners in 1937 were raised on STONEMO Granite Grit. The 
remarkable records made in these contests by hens raised on 
rations which included STONEMO Granite Grit, the hard, in- 
soluble grit, is striking proof of its value in poultry feeding. 
@ More U. S. Contest Winners are raised on STONEMO than 
on any other grit. The biggest production flock between Buffalo 
and California was raised and is fed on STONEMO. The 
largest commercial turkey grower in the world buys STONEMO 
in car lots. These and thousands of other poultrymen would not 
feed STONEMO Grit year in and year out if it did not pay so well. 
@ Recent experimental work at Cornell University arfd the 
U. S. Dept. of Agri., Beltsville, Md., indicates that too much 
calcium is just as detrimental as a shortage—that the calcium 
intake of a chicken should not exceed 2%. 


@ Sell your poultry keeper customers STONEMO Granite Grit 
(available in all sizes—chick to turkey) and help them do a 
better job of raising more chickens, getting more eggs and 
keeping up better condition in their flocks. Sell STONEMO. 


It pays. Write for prices. We have Booklets for you to 
distribute. 


STONE MOUNTAIN GRIT CO., Inc., Lithonia, Georgia 


ANOTHER YEAR OF PROGRESS AHEAD 
for ARCADY Dealers 


* Down the years, through the lean and the fat, 
ARCADY FEEDS have steadfastly gained favor 
and repeat business among feeders and dealers. Big- 
ger things are ahead for 1938 with Arcady Quality 
clearing the way for a banner season. To all within 
the Arcady family and without, we pledge our co- 
operation in making the New Year the best and 
most prosperous in history. 


ARCADY FARMS MILLING CO. 


Chicago 
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® Norway pine gets its name not from 
‘|« country of Norway but from the town 
o Norway, Maine. 
* 


@ It was Benjamin Franklin who orig- 
i ated the idea that eventually resulted in 
the establishment of the United States 
department of agriculture. 
* * 


@ Here is how to determine the height 
of a tree without actually climbing and 
;easuring it. Set up a stick straight from 
‘he ground and measure the length of the 
shadow it casts. Then measure the length 
of the shadow of the tree. Multiply the 
length of the tree shadow by the height 
of the stick. Divide this figure by the 
length of the shadow of the stick and you 
have the height of the tree. 

* * * 


@ Hominy, pone, samp and succotash 
are old Indian names for corn dishes used 
by the earliest settlers. 


@ Farmers in the country make more 
money from poultry and eggs than from 
all the grains put together. 

* * 


@ A queen bee will lay eggs at the rate 
of 100 per hour for more than a month 
without rest, the eggs deposited in one 
day weighing more than the queen. 

* * 


@ New York city housewives frequent- 
lv time the breakfast eggs by changes of 
the red and green traffic lights. 


his Month In Your Feed Store 


@ Live Tips To Help You Get More Business @ 


Resolutions 


A New York state feed dealer believes 
in letting his customers know about his 
New Year's resolutions. He has placed a 
large piece of cardboard on the wall of 
his office and, printed in large letters in 
black ink, are the things he resolves to 
do in 1938. Most of the resolutions are 
for the benefit of his customers including 
one which reads, “Never to let you leave 
this store unless you are fully satisfied 
that you received your money’s worth.” 
“To put better quality than ever into the 
feeds I sell. etc.” The dealer also decided 
to abstain from smoking and included this 
resolution among the others. At the bot- 
tom in smaller type he wrote: “I will pay 
$5.00 in cash on demand to anyone who 
catches me indulging in any form of 
tobacco.” 


Yard Stick 


An Ohio dealer recently purchased sev- 
eral hundred yard sticks to distribute as 
an advertising stunt among his customers. 
The farmers gobbled them up like hot 
cakes and were constantly reminded of 
the quality of the dealer’s products when- 
ever they used the gift. In large letters 


Swinging on the Barnyard Gate 


“I believe Belinda is really got something there.” 
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across the length of the ruler was printed, 
“Blank’s Feeds Measure Up to Every 
Standard of Quality.” The dealer’s name 
and address also appeared in large type 
on one end of the yard stick. 


Millionaires 


In Pennsylvania a feed merchant keeps 
his clerks and outside salesmen working 
at top speed. He runs off imitation money 
on a mimeograph with each bill marked 
$10.000 and presents one to every person 
making a sale. The money is deposited 
with the bookkeeper and the first one to 
accumulate a million dollars gets a cash 
bonus. “It is surprising,” said the mer- 
chant, “how this stunt keeps the sales 
force on its toes. It has been responsible 
for a nice increase in business and cer- 
tainly keeps everyone fighting for that 
bonus. After a winner has been declared 
we start a new contest and thus keep it 
going the year ’round.” 


Twin Values 


A Minnesota feed dealer, well known 
to all in his community, recently capital- 
ized on the birth of twins to his daughter. 
Shortly after the news was published in 
the local newspaper he followed up with 
a full page advertisement announcing that 
he was a proud grandfather and in celebra- 
tion was offering “double” and “twin” 
values on all merchandise for one week. 
He really did shave the prices somewhat 
and did a nice volume of business as well 
as eliciting congratulations and much good 
natured “kidding” from his customers. 
“Don’t try this stunt if you turn out to 
be another Mr. Dionne,” this dealer warns. 
“You'll certainly go broke.” 


Ad Contest 


In cooperation with his local newspaper 
an Indiana feed merchant recently con- 
ducted a contest to see who could write 
the best full page advertisement featuring 
his products. Ten dollars in cash was 
paid to the winner and the advertisement 
was published at the close of the contest. 
The idea served to get everybody think- 
ing about the merchant’s products, ob- 
tained free front page publicity for him 
and resulted in the creating of a better 
ad than the feed dealer or the newspaper 
editor could have written themselves. Ac- 
tual sales more than paid for the cash 
prize and the cost of the advertisement. 
He announces that he is going to try the 
stunt again in a few months. 


@ I. R. JAMES, formerly associated with 
the Central Inspection and Weighing Bu- 
reau transit department, Toledo, Ohio, has 
been appointed traffic manager for Old 
Fort Mills, Inc., Marion, Ohio. 


e356 


| 
¢ 
as 
= 
| 
— a 
| | | | | 
* \ | / | | | 
\ | | 
x | | | 
Ags ) ~ i 
| 
Vill 
ig 
—— | | 


@ EDWARD W. ALLEN, JR., has been 
appointed New York and New England 
representative of Vitex Laboratories, Inc., 
a subsidiary of National Oil Products Co., 
Harrison, N. J. 


@ 0. A. BOSTAD FEED STORE, Coon 
Valley, Wis., has been disconiinued due 
to the recent death of Mr. Bostad. 

@ UNION GRAIN CG., Plainfield, N. J., 
was robbed of $25.00 in cash December 
22 by thieves who entered through a rear 
elevator door of the plant. 

@ HENRY FELDMAN Feed & Poultry 
Co., Blanchester, Ohio, has been organ- 
ized with Henry Feldman, Glenn Baker 
and William C. Meyer as the principals. 


CHIC 
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“BUT YOU'RE 
AS YOUNGAS I AM= 

WHAT'S THE 
ANSWER ; 


= —~ 


COD LIVER OIL CONCENTRATE 


This certified Vitamin Concen- 
trate has won widespread 
approval among agricultural 
authorities and leading poultry- 
men. The Feed Manufacturer 


who fortifies his feeds 


Vitand gives his salesmen the 


aid of this approval. 


Indiana Dealers to Discuss 


Honor Roll System 


HE Honor Roll plan of eliminating 

direct selling of feeds by manufactur- 
ers and wholesalers will be one of the 
main topics of discussion at the annual 
convention of the Indiana Grain Dealers 
association which will be held at the Co- 
lumbia club, Indianapolis, January 24 and 
25. Details on this subject will be pre- 
sented by David K. Steenbergh, manag- 
ing editor of The Feed Bag and secretary 
of the Central Retail Feed association, 
which has had the plan in operation for 


THE ANSWER |S 


VITAND./ 


Vitand Biological 
Laboratory Control 


protects you in Quality and 
Potency. VITAND is guar- 
anteed to contain a mini- 
mum of 3000 U.S.P. units 
of Vitamin A and 400 
A.O.A.C. chick units of 
Vitamin D per gram. 


with 


Send for Prices, Data, Etc. 


N. J. 


NAPTHOLE, INC., BOONTON, 


CAMBRIDGE, MASS. 
Sales Offices: ~“282 Portiand Street 


ICAGO 
Vitand Warehouse Stocks at: MINNEAPOLIS 


CHICAGO 
Palmolive Bldg. 


BOONTON, N. 
JANESVILLE, WIS. 


Y 
15 East 26th Street 


HOMER, MICH., LANSING, MICH., NORTH JACKSON, O., DAYTON, O. 
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several years. 

The convention will open with ten or 
15 minutes of singing, replacing the usual 
address of welcome and the response. Don 
B. Jenkins, Noblesville Milling Co., No- 
blesville, Ind., will be the first speaker, de- 
livering a message that will be of interest 
to not only the milling trade but to the 
elevator operator as well. An address by 
C. C. Barnes, Winchester, Ind., president 
of the association, and the reports of Fred 
K. Sale, Indianapolis, secretary, and R. B. 
McConnel, Indianapolis, treasurer, will 
conclude the morning session. 

Speakers for the afternoon will include 
Ray B. Bowden, executive vice president, 
Grain & Feed Dealers National associa- 
tion, and Kenneth S. Templeton, Chicago, 
lll., president, Chicago Board of Trade, 
who will discuss the protection of hedging 
operations by the country elevators and the 
need for lenient restrictions on trading in 
futures contracts. An open forum discus- 
sion on troubles created by terminal grain 
elevators soliciting and accepting grain by 
truck without any protection to the coun- 
try elevators will follow. 

The annual banquet will be held at the 
Columbia club in the evening with a floor 
show and dancing from 9:00 until 12:00. 
Those in charge of the entertainment are 
J. Glen Steinhart, chairman, George C. 
Good, William R. Evans, Charles S. 
Weirick and J. E. Kiefer. Charles Bowler, 
Shelbyville, Ind., will be the principal 
speaker. 

In addition to a discussion of the Honor 
Roll plan on the following morning, a 
well-qualified speaker will explain the 
causes of increased workmen’s compensa- 
tion rates and how they may be remedied. 

“To top off what we feel will be a well 
balanced program,” announces Mr. Sale, 
secretary of the association, “we have ob- 
tained an outstanding speaker on sales- 
manship to talk from a retailer’s stand- 
point. We are bringing to Indianapolis 
H. L. Fogleman, Harrisburg, Pa., to talk 
on the subject, ‘The Grain or Feed Deal- 
er—A Master Salesman.’ He has been 
identified until recently with the Zenith 
Radio Corp. and comes to us with the 
highest recommendations of his ability as 
a speaker and his knowledge of the re- 
tailing problems of today.” 

Ladies are extended a cordial invitation 
to attend the convention. They will be 
provided with tickets to the outstanding 
moving picture being shown in the city at 
the time and will join the men delegates 
at the banquet and dance. 


@ AROOSTOOK FEDERATION of 
Farmers, Aroostook, Me., will rebuild its 
fertilizer plant which was recently de- 
stroyed by fire with a loss of $300,000. 
The new structure will be 350 feet long 
and 80 feet wide. 


@ GEORGE PORTER, Edgerton, Mich., 
has rebuilt his grist mill which was de- 
stroyed by fire last April. 
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Averages Ton of Broiler Mash Sales 


Per Day for Entire Year 


® Cited for Highest Honors by Manufacturer 


PPROXIMATELY 20 years ago the 
A Mt. Jackson Supply House was 
opened for business in Mt. Jack- 
son, Va. It has functioned steadily and 
successfully since. While the business 
with C. M. Shannon as owner is chiefly 
known because of skillful selling of poul- 
try mash in particular and all sorts of 
commercial feed in general, yet it is really 
a general farmers’ supply house for that 
section. It handles coal, fertilizer, farm 
supplies, hardware, fence, farm machinery, 
and cement also. 

“We handle several commercial brands 
of feed,” said Don Shannon, manager. 
“One of these is a nationally-known line 
and we have for 15 years been trying to 
cooperate with those feed manufacturess 
in all respects and find much profit in 
reading their monthly house organ. Oper- 
ating in a small town of 600 population, 
we know everyone and everyone knows us. 
There is not a nook or corner in Shenan- 
doah county where we do not know peo- 
ple. This is an old historic region of hills 
and valleys and much progress has been 
made locally all through the years espe- 
cially in poultry production. Naturally, 
our best seller is poultry mash of one kind 
and another and I might mention broiler 
mash in particular.” 

A great many people in fact know the 
Mt. Jackson Supply House, because of the 
fact that last year it lead all the dealers 
of its nationally advertised brand of com- 
mercial feeds in both Virginia and Penn- 
sylvania in the sale of broiler mash. Mr. 
Shannon averaged selling a ton a day of 
broiler mash for 365 days. One of his 
prized possessions is a framed “Highest 
Honor Citation” of the manufacturers be- 
cause of that achievement. 

The business employs three persons reg- 
ularly and all are rural-minded, anxious 
to sell and to be of service. Visitors in 
that part of Virginia remember mainly 
the scenery, the caverns, the famous farms 
such as Mount Airy, Redbanks, Strath- 
more, and Court Manor. A lot of fine live- 
stock grows along the highways, much of 
it owned by wealthy men, not the least 
of which are gentlemen in love with the 
sport of kings, breeders of thoroughbred 
horses. 

Mr. Shannon explains that he has never 
felt particularly the need of regular sales 
and delivery feed routes but prompt de- 
livery of feed is made to farms on call and 
the delivery service is free. The adver- 
tising policy is conservative. A 50-50 ad- 
vertising arrangement with the commer- 
cial feed manufacturer results in a news- 
paper ad run once weekly. Live display 
has been tried and gave very good results. 
The commercial feed manufacturer and 
the feed store have cooperated in sponsor- 
ing farmers’ meetings featured by educa- 
tion motion pictures. That about covers 
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the advertising phase of this business but 
the best advertising in Mt. Jackson trade 
territory, says Mr. Shannon, is the good 
old friendly personal contact. The old 
shoulder-touch, the good fellowship of 
good people, possesses the same magic in 
the limestone hills of the Old Dominion 
that it has. often demonstrated every- 
where. 

Selling commercial feed is largely a 
matter of seeing people and presenting the 
proper proof. Farmers are ready to buy 
when once convinced that their purchase 
will be profitable. All feeders desire to 
make money and when once that point has 
been cleared up the commercial feed sale 
will make itself. 

“Yes, sir; the modern poultryman is a 
business man,” explained Mr. Shannon. 
“He wants to know what he is buying. He 
wants to know that he is getting value re- 
ceived. So I get all the facts together to 
prove to the feeder that commercial feeds 
are better and more uniformly mixed, that 
better grain is used, that all the ingredi- 
ents are purchased by experts in large 
quantities and subjected to laboratory 
test so that only the best has a chance to 
get into the feed bag, all of which stands 
to reason in the light of the modern farm- 


er’s knowledge and experience. I show our 
prospects that each and every bag of mash 
is identical in analysis, appearance and 
feeding value and that before the mash 
was ever marketed, it was tested thor- 
oughly in every way on the company’s 
experimental farm. 

“Nice theory, you may say, but how 
can you prove uniformity, quality, feeding 
efficiency of a commodity in a closed bag? 
It is easy. The bag can be opened. Sev- 
eral bags can be kept open. The customer 
can look at the feed with the naked eye 
or through a microscope. He can feel of 
it or taste it. Every bag is the same. With 
live display in the store or visits to farms, 
the performance of the feeds can be 
placed under strictest scrutiny. A con- 
stant use of the average commercial feed 
company’s printed advertising matter is 
convincing but before it can add the force 
of its testimony, it must be placed in cus- 
tomers’ hands. 


“Feed merchandising isn’t a lazy man’s 
game. It requires considerable thinking 
and hustling. The best way to land cus- 
tomers is to go after them personally. The 
best way to hold them is by continued 
exercise of personal contact.” 


Relic of Old Milling Days 


This Mortonville, Pa., mill on the old Strasburg road stands today as a relic of the old days of 
milling in Chester county. It dates back to the late 1700's and was operated by many different men 
during its regime. It is located a few miles south of Coatesville, Pa., along the historic Brandywine 
in which locality many mills operated for generations. 
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Old Grist Mills in East 
Now Only Landmarks 


(Continued from Page Seventeen ) 


restaurants, some on an elaborate scale. 
In most cases the architecture has not 
been altered outside. while the interior is 
also kept in its original form so far as 
the demands of the business will permit. 

The quaint old stone mills also have 
attracted the eves of those who are seek- 
ing something quaint in the way of a 
home. Many have been turned into really 
elaborate residences. At Milford, Hunter- 
don county, this was done with striking 
effect, and another illustration is an old 
mill just out of Harmony, on the Montana 
road, in Warren county. 

One of these old stone buildings at Glen 


Gardner was bought and converted into 
a comfortable home a few years ago by 
the late Kennett Harris, long a writer of 
Western serial stories for the Saturday 
Evening Post. He made his home and did 
his writing there for several years. 

Despite the fact that many of these old 
mills have been bought and converted into 
factories, hotels, and private homes, there 
are any number of them left, some crum- 
bling but with sound structures behind the 
plastered exterior walls. They are aban- 
doned now, but the decline in milling of 
the last 30 years eventually will give them 
historic value and they will find ready 
sale among those of esthetic tastes. 

A typical old-time mill is the solid 
block limestone structure in the old Mo- 
ravian village of Hope. The Moravians 
settled there in 1768, and the first struc- 


THE BEST EGG PROFITS 


ARE JUST AHEAD! 


SELL STERLING 


MASH BALANCER 


\ 


HELP THEM LAY MORE 
WHEN IT PAYS MOST! 


This year many farmers are feeding their poultry flocks on home 
grown grains. This practice is a thrifty one only if they sup- 
plement their grains with a good protein concentrate. Help your 
customers avoid the disappointment of low egg production 
through the late winter months by telling them about Sterling 
Mash Balancer. Here is a high powered vitamin and mineral 
blended concentrate that is filled with the materials needed for 
making eggs. Sterling Mash Balancer supplies elements lacking 
in farm grains and, mixed with grains, makes a completely bal- 
anced ration. Push Sterling Mash Balancer for better egg laying 


during the months when eggs are scarce. 


Write for a set of 


Northrup, King’s tested formulas for combining Sterling Balancer 


with farm grains. 


Wholesale Feeds and Seeds 


NORTHRUP, KING« CO. 


Minneapolis, 
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DEPENDABLE 
SINCE 1884 


Minnesota 


ture erected was the mill. This was the 
first mill erected north of Trenton in New 
Jersey. It was operated by the Moravians 
only 22 years. About 1790, an epidemic 
of smallpox broke out, and nearly half the 
persons of the small settlement died. 
Panic-stricken, they fled to Bethlehem and 
Nazareth, Pa., to get the medical aid that 
was not available at Hope. There were 
large colonies of Moravians in that sec- 
tion of Pennsylvania. 

The old mill at Hope, although built 
170 years ago, is as sound as the day it 
was built so far as the exterior walls are 
concerned. They are two feet thick and 
of solid masonry. Some of the original 
white oak timber such as the hand-down 
beams, may still be seen inside, despite 
the fact that there have been three fires 
in the mill. The last and biggest fire was 
in 1849. This called for large alterations. 
Revolving belts, conveyor buckets and 
other modern equipment of that day were 
installed. The mill is now operated by a 
five-ton steel water wheel. This has been 
used for the last 25 years, replacing the 
moss-covered wooden paddle that was in- 
stalled after the fire of 1849. 


Operates Mill at Hope 

The mill is being operated by the E. J. 
Vusler estate, under the management of 
Milton J. Vusler. He needs only one man 
to assist him, whereas as recently as five 
years ago, it took four men to run the 
mill. The present year has been a poor 
one for millers, Mr. Vusler says, owing 
to the abundance of pasture which natur- 
ally lessens the demand for feed for the 
farmer's livestock. 


Mr. Vusler’s single helper in operating 
the mill is Harry G. Wildrick, who, be- 
sides being an experienced miller, is an 
authority on the history of Hope. He has 
worked at this mill since 1902. He re- 
members when long rows of farm wagons 
lined up in front of the mill with grain 
consigned to the miller for grinding. Once 
the Hope mill ran day and night the year 
around, employing anywhere from 18 to 
25 men, according to the season of year. 
He is the last employe and both he and 
the manager are about ready to quit and 
call it a day. The old flour and feed mill 
is a thing of the past, both agree. 


Mr. Wildrick has the history of the old 
Hope mill down pretty pat. When the 
mill was established, he says, farmers 
came all the way from Port Jervis to 
Hope to get their grain ground, making 
the trip by pack mules. They made the 
journey in one day, remaining over night 
and next day while the mill ground their 
grist, and returned home the following 
day, requiring three days in all 


Water From Silver Lake 


The water used in operating the mill 
is from Silver lake, more than two miles 
away. There is a dam to impound the 
water about 300 yards north of the mill. 
The raceway is 27 feet deep, and was cut 
by hand labor through solid limestone 
and slate rock. 

Twenty-five years ago the Hope mill 
ground up to 15 tons of grist a day. 
Now there are days when there isn't 
enough business to warrant a single turn 
of the wheel. 
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EMPLOYMENT BUREAU 


well acquainted with operation of equipment 
and should be engineer enough to be able to 
suggest possible installations. Refer to No. 971A. 


A complimentary, confidential service— 
address your inquiries to The Feed Bag 


POSITIONS WANTED 


Manager of farmers elevator or feed store. 
Overated own business for 15 years. Has had 
good deal of resale work in rural districts. 
Are Fa married, six children. Refer to No. 
1071- 


Manager or salesman of flour, feed or general 
morchandise store, 15 years’ experience in selling 
feeds and managing branch stores. Age 36, 
married, 6 children. Can furnish good refer- 
ences. Refer to No. 1072-A. 


Manager of feed store. Employed at present 
but seek change in location. Able to produce 
results and get a lot of work done in a short 
— a 25, married, 2 children. Refer to No. 
1073-A. 


Elevator manager or feed salesman. Experi- 
ence in handling cooperative elevator affairs 
also livestock and shipping. Thoroughly ac- 
quainted with grain and feed trade. Age 48 
years, married, one child. Refer to No. 1172. 


Sales, office or management position in mill- 
ing business. 25 years’ experience. Excellent 
references. Age 55, married, one child. Refer 
to No. 1173. 


University Graduate wishes position as ac- 
countant, auditor or executive. Excellent refer- 
ences. Age 35, married. Refer to 1201. 


Sales or office position in feed business. Feed 
dealers son now in employ of father desires 
position in feed jobbing or manufacturing office 
preparatory to developing into sales position. 
Refer to No. 171. 


POSITIONS AVAILABLE 
Salesman. Iowa and Illinois territory for 
well known feed ingredient manufacturer. Good 
opportunity for right man. Refer to No. 1173A. 


Salesman of feed mill equipment to repre- 
sent established firm with complete line in 
Eastern Indiana and Western Ohio. Applicant 
need not handle line exclusively but should be 


Assistant sales manager. Attractive proposi- 
tion for live young man. Southern district. 
Refer to No. 1171A. 


Salesman to sell full line manufactured feeds 
in Pittsburgh, Washington, and Northern Ohio 
territory. Must know poultry and cows. Give 
age, experience and previous earning capacity. 
Refer to 1271A. 


Salesman. Wanted, salesmen to sell chicken 
mite killer as a side line. Liberal commissions 
=. exclusive territories open. Refer to No. 
972A, 


@ JOHN CARL has opened a feed store 
at Porters Sideling, N. Y., in the building 
formerly used as a milk cooling station 
by the Fairfield dairy, Baltimore, Md. 
Modern machinery has been installed. 


CAPITAL FLOUR MILLS, Inc. 


QUALITY FLOURS...QUALITY FEEDS 


Let Us Include 


Minnesota Girl Flour 


OR 
Goodbread Flour 


In Your Next Car of 


QUEEN WHEAT FEED—CHEROKEE PURE BRAN ry 
CHEROKEE MIDDLINGS—MIDDOG MIDDLINGS 


WIRE US FOR PRICES 
Offices: Corn Exchange Bldg., Minneapolis, Minn. Mills: St. Paul, Minn. 


DRIED 


DRIED 


west.” 
hand at all times. 


741 N. Milwaukee St., 


SKIM MILK 
BUTTERMILK 


You can depend on us to 
live up to our reputation as 


“The Milk Man of the North- 
Complete stocks on 


PROMPT AND FUTURE SHIPMENTS 


LA BUDDE FEED & GRAIN Co. 


Milwaukee, Wis. 
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Highest Quality 


Prompt Service 


MORTON SALT COMPANY 
MILWAUKEE e 


MORTON’S SALT 


WISCONSIN 
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the Parade 


= ELBCTRO CALCIUM CARBONATE—98% to 


999%o pure calcium carbonate that has been espe- 
cially treated by an exclusive process developed 
in our laboratories to make it flow more freely, 
mix more readily, and stay mixed more uniform- 
ly in feeds than regular calcium carbonate. 


= IODIZED CALCIUM CARBONATE — also 


made by our exclusive process which combines 
(not mixes) a definite tiny amount of iodine 
with every calcium particle. Assures absolutely 
uniform iodine inclusion in feeds and mineral 
mixtures in stable form at lowest cost. 


ARROW-HEAD INSOLUBLE FLINT GRIT— 
a superior grit made from pure flint for all 
classes of poultry. Hardest, sharpest, and most 
efficient grit on the market. Will not shatter or 
crumble like grits made from other types of 
stone. 


@ It will pay you to investigate these improved 
products before you order your next supply of calcium 
carbonate and poultry grit. Write now for information, 
samples, and prices! 


The CALCIUM CARBONATE CO, 
S. W. Sales Office Gen’l Sales..Office N. W. Sales Office 


—Better Built Bags— 


COAST TO COAST 
GRAIN SERVICE 


INCORPORATED 
MINNEAPOLIS, MINN. 
761 Chamber of Commerce 
Country Offices 
Fairmont, Minn. Grand Forks, N. Dak. 
Marshall, Minn. Sioux Falls, S. Dak. 
Williston, N. Dak. Lincoln, Neb. 
Sac City, Iowa 
Terminal Offices 
Duluth Buffalo Kansas City 
Milwaukee Albany St. Louis 
Chicago New York Portland 
Green Bay Boston Spokane 
Cedar Rapids Omaha Seattle 
Toledo Memphis San Francisco 
Los Angeles, Calif. 
Winnipeg, i Montreal, Que. 
Cargill, Incorporated, Seed Division 
Box 64, Minneapolis. 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TA LK ABOUT BAGS! 


Quoted from Customer’s Letters) 


" AFTER all, as we have said 

to you before, it is only 
typical of the service rendered 
by you whenever requested, and 
we appreciate your co-opera- 
tion more than we can tell you.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


__ (WERTHAN)_— 


Let Yeast Foam Feeds Break 
Sales Records For You, Too! 


@ Just by making and marketing a line of feeds 
containing Animal-Poultry Yeast Foam, scores of 
local millers have sent their sales records sky- 
rocketing to gains of 100% to 200%! “Feed sales 
tripled!” . . “Made a sales gain of 347%!” . 
“Every customer helps bring in more customers!” 
That’s the kind of reports they send us. 


@ See what this famous live yeast can do for your 
business! Get full details of our free formula and 
merchandising service to our customers. Cash in 
on the national advertising which is appearing 
every month to tell poultrymen and hog breeders 
in your community about the benefits of feeds 
containing Animal-Poultry Yeast Foam! 

@ Poultrymen say A-P Yeast Foam fermented mash 
helps them get larger eggs, heavier eggs over a longer 


laying season. They say it helps hens thrive better, re- 
sulting in bigger hatches of healthier chicks! 


@ Hog breeders tell us that Yeast Foam concentrates 
bring about better general health, reduce mortality, pro- 
mote faster growth with the resultant saving from a 
shorter feeding period. 


@ Let Animal-Poultry Yeast Foam help you break sales 
records in 1938! Get all the facts now! 


Northwestern Yeast Co. 


DEPT. FB 
1750 N. Ashland Ave., Chicago. 
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Merchandising Farm 
Supplies by Morse 


(Continued from Page Thirty-three) 


scientific fertilization will return them 
$3.54 for every dollar invested! 

very agency dealing with the farmer 
is teaching that newer methods are 
marching ahead on the farm, are mak- 
ing him “cost minded.” Through regu- 
lar agricultural courses, winter short 
courses, extension courses, county farm 
agents and vocational agricultural high 
schools the story of scientific farming 
is being carried to farmers and embryo 
farmers. Mr. Farmer picks up his state 
paper or national farm magazines and 
there again he reads of the success of 
those proved methods of more econom- 
ical production. The United States and 
Canada departments of agriculture, 
through their bulletins and radio talks, 
preach modern farm methods. The 
nianufacturers of the products the farm- 
cr uses, machinery manufacturers, seed 
producers, feed millers, fertilizer dis- 
tributors, through their advertising and 
by means of a rich educational litera- 
ture, are carrying similar information to 
the profitable farm field—information 
based to a large extent on extensive 
experiments carried on in their own 
laboratories and on their own farms. 

Power? What tremendous power! 
What a mighty wave of information and 
education! What merchants can ride 
the crest of this wave as effectively as 
you—the farm supply dealer? 


If you decided to go out of the farm 
supply business, into what business 
would you go? Would you become a 
grocer in the light of tremendously 
overcrowded conditions and the number 
of grocers going bankrupt each year? 
How about the shoe merchant, the 
druggist, the cigar store, the dry goods 
store? Would you rather be in their 
boots? Those merchants must largely 
wait for customers to come to them.. 
But you, if you aren’t getting the busi- 
ness you think you should have, you 
can go out to the farms after it. There 
is one of your biggest advantages over 
any other merchant. You can grow if 
you make up your mind to do it. Will 
you? 


PRACTICAL CALENDAR 


Northern Supply Co. Retail Stores, Inc., 
with headquarters at Amery, Wis., is dis- 
tributing a practical calendar among its 
customers. It contains a section for keep- 
ing records of money received for eggs, 
milk and cream and other products and 
one for expenditures made with a final 
form provided for a summary of the 
year’s business. On the reverse sides of 
the sheets are numerous tables and other 
bits of information used almost daily by 
the farmer. The front of the calendar 
contains a colored picture of dairy cows 
grazing. The firm name is printed below 
and on one side is featured the emblem of 
the Central Retail Feed association. J. E. 
Davis, a director of the association, is 
manager of the company. 


U.S.P. Cod Liver Oil. 


prices delivered to your station. 
WHOLESALE ONLY. 


During the past 12 months, we have sold approximately 90 per cent of the 
cod liver oil used in the territory that we serve in northern Illinois and southern 
Wisconsin. We have also distributed a number of carload shipments of our 
Peerless brand Cod Liver Oil to large mixers throughout the state of Wisconsin. 


Peerless brand oil has been tested by the Department of Agriculture at 
Madison and has proved very satisfactory in actual feeding tests. 


For the mixers not using straight cod liver oil, we offer Vitand Concentrated 
There are no substitutes for Vitand, so before you 
purchase your concentrated cod liver oil, learn about Vitand and get our 


YOUR PATRONAGE IS APPRECIATED 


FARLEY FEED CO, 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss 


BLACKSTRAP MOLASSES 


@ has same carbohydrate feeding value as corn, pound for 
pound—And it’s selling at about half the price of corn. 
When you use “Manard Quality” Blackstrap you get 
extra nutritive value in your feeds as “Manard. Quality” 
contains about 1% less moisture and 1% more solids than 
“Standard” Blackstrap. 


MANARD MOLASSES CO., New Orleans. 
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Get Your FREE Sample 
of this Money Making 
Formula Builder 


BRAND 


SPECIAL PREPARED § 


STEAM BONE 
MEAL 


@ When you sell feed that returns 
the shipper a better price for his 
stock on the market, you profit. 


You know, of course, that only a 
proper mineral balance will make 
such a feed. You also know that 
steam bone meal is the best source 
of the essentials—calcium and phos- 
phorus. But do you know that vari- 
ous makes of bone meal vary 
greatly— 


1. In percentage of bone phosphate— 
of lime. 2. In color. 3. In odor. 4. In 
mechanical condition (uniformity and 

fineness of grinding). 


That’s the truth—and perfection 


‘on all four counts depends upon 


the kind of bone, speed and sanita- 
tion in handling, as well as the kind 
of manufacturing equipment used. 


Free Test Sample Write for 
“prove all” sample. You are sole 
judge and jury. 


WILSON & 


Chicago, Ill. 


SEND COUPONmy 


1 
a Wilson & Co., Red W Feed Division g 
4100 S. Ashland Ave., Chicago, Illinois 
. Gentlemen: Please send me without ob- g 
8 ligation generous sample of Red W Special § 
@ Prepared Steam Bone Meal so I can prove 8 
a 
a 
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almost 8,000,000 farm families paid to 


have farm magazines delivered to their 
homes this year. 


- they believe in these publications and 
=| their advertisers. PILOT BRAND ads 
=| are working in everygone (of these 
homes, definitely, 
=| persistently, and in- 
=| timately for PILOT 
BRAND dealers. So 
=| are 36 radio stations 
=| reaching these same 
families frequently. 


OYSTER SHELL- 
FLAKE 


OYSTER SHELL PRODUCTS CORPORATION 


4 

New Rochelle, N. Y. St. Louis, Mo. London, England |% 


~ 


COMPETITION 


Mix (onkeys Y-032% Supplement 
with Low Cost Home Grains 
—and you beat cheap feed competition four ways 

for quality feeds at a low 


Ist for 3r 


d Your feed produces results At 


at a price which satisfies 
your customers. 
Turn Out a Feed that is 
Rich in Vitamins A, B, D, E, and G 


@ All you need to add to home grown grains is Sues Y-O 32 


You maintain your standard You supply a feed that protects the 


health and vitality of the flocks— 


keeps your customers sold. 
You make a steady, continuous profit, 


which gel larger as results are 
shown for your present customers. 


% Supplement. In doing 
this you add just those animal and vegetable proteins and also the minerals which home 
grains lack and in addition you provide, through the Y-O which this Supplement contains, 
an abundant potent supply of the important health and growth vitamins A, B, D, E and G, 
derived from Cod Liver Oil, Brewers’ Yeast and Wheat Germ Oil. @ Beat Cheap Feed 
Competition with the Conkey Line of Poultry, Dairy, Hog, Horse and Mule Feeds. Mixing 
formulas in every bag. @ Write for our Dealer Plan. 


THE G. E. CONKEY CO., 6761 Broadway, Cleveland, Ohio 
MILLS: Cleveland, O.; Toledo, O.; Nebraska City, Nebr. 
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@ WILL A. GLATTE, manager of. the 
Buffalo. N. Y., office of the Quaker Oats 
Co. and associated with the firm for more 
than 40 years, retired January 1. He has 
been succeeded by H. H. Baker, formerly 
manager of the Louisville, Ky., office. 


PICTURE GALLERY 

Many arguments among old timers are 
settled in the office of a Wisconsin mill 
owner. He has collected a gallery of pic- 
tures showing the history and growth of 
the town in which he operates. These are 
displayed on the walls of his office with 
an explanation under each. Customers 
coming in find the pictures a source of 
interest and can amuse themselves looking 
the exhibition over while waiting for their 
order to be filled. 


You Feeding 
UNITS 


ITAMINS are most essential. 
But, for best results in poultry 
feeding, your mashes should 
contain cod liver oil of an assured 
potency of CHICK UNITS 
(not just vitamin units). 
@ Every batch of VI-TEST Cod 
Liver Oil is tested in our Biological 
Laboratories in New York on 
chickens, to determine CHICK 
UNIT potencies for optimum 
results in poultry feeding. 
@ With VI-TEST Cod Liver Oil 
(Straight or Fortified) there is no 
guesswork. 
@ Send for literature, samples and 
prices today. 


Complete control of pro- 
duction at every step, rigid 
testing and accurate bio- 
assaying provide the guar- 
antee that every unit of 
the vitamin potency we 
claim for Vi-Test is pres: 
ent. @ Every drum of Vi- 
Test shipped is backed by 
every method and safe- 
guard contributing to our 
unsurpassed high standard 
of Purity, Uniformity and 
Vitamin A and D Potency. 


GUNNING ¢ GUNNING 


601 W. 26th St., New York, N.Y. 


CODMLIVER OIL 


“Straig 
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NEW CATTLE SPRAY 


A new organization, the Water-Type 
Spray Co., headed by Victor James Garvin 
as president and general manager and Dr. 
Cass F. Smith as vice president and en- 
tomologist has entered the cattle spray 
field. Both of these men resigned from 
the Nowak Milling Corp. some months ago 
and have been active in perfecting a new 
water type soya oil base cattle spray 
which has been named “Cow Guard.” It 
is claimed that “Cow Guard” is a vastly 
improved product, retaining its toxicity or 
effectiveness for an indefinite period after 
being mixed with water. The Water Type 
Spray Co. has its general offices at 1128 
E. 62nd street, Chicago, Ill. Plant and 
laboratories are at Homewood, IIl. 


NEW GUMP WEIGHER 

B. F. Gump Co., Chicago, Ill., has in- 
troduced a new weighing machine de- 
signed for stubborn, granular, powdered, 
flaked or pulverized material in quantities 
ranging from one-fourth ounce to one-half 
pound. Ingredients are weighed, check- 
weighed and filled into bags, cartons, en- 
velopes or glass containers in one auto- 
matic operation at the rate of 18 to 25 
per minute. The new product has been 
trade marked “Bar-Nun Auto Check 
Weigher.” Dealers and manufacturers de- 
siring literature giving complete details on 
the machine may obtain it by writing di- 
rect to the company at 431 S. Clinton 
street, Chicago, IIl. 


sacked. 


Everything for Every Mill, Elevator 
and Feed Plant 


STRONG-SCOTT Pneumatic Attrition Mill 


Helps to Avoid Fires and Explosions 


When ground, the feed is elevated for sacking with no 
extra power cost. The Attrition Mill motors supply the 
necessary power for both operations without decreasing 
the grinding capacity of the mill. Feed is cool when 


1. Feed is elevated by means of grinding motors without reduc- 
tion in grinding capacity. 2. Adjustable non-choking feeder. 
3. Removable cover for changing plates. 


4. Feed is cool when 
sacked. 5. Unusually heavy base—sturdy construction. 


E Pecos Valley Alfalfa Mill @ 
Hagerman, N.M. 


TRY OUR 


PECOS SPECIAL 
IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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THIS! 


DR. SALSBURY’S 


VI-TON 


Gets the round worms—keeps 
hens laying! 


Builds customer confidence 
in your products and serv- 
ices! 


Sells easily—brings many re- 
peat orders! 


Go BDO 


Piles up profits for you! 
It?s The IDEAL Flock Wormer 


and Tonic! 


Dr. Salsbury’s Laboratories 
Charles City lowa 


Guaranteed Minimum 400 
A. O. A. C. Chick Units 
Vitamin D—3000 U.S.P. 
Units Vitamin A per gram. 


Now with this new high potency oil, 
you can provide ample vitamin 
content in your feeds to help:— 
Prevent Rickets 
Build Sturdier Skeletal 
Structure 
Increase Egg Production 
Improve Egg Quality 
Increase Hatchability 
Improve Shell Texture 
Maintain Vigor and Health 
Decrease Mortality 
Improve Pigmentation 


Fortified With 
Natural Concentrates 


High Potency Sardilene 400 is 
made from the same high quality 
Sardilene so favorably known to 
the feed trade in recent years. This 
is fortified with vitamin concentrates 
from natural sources making it pos- 
sible to guarantee a minimum of 
400 A.O.A.C. chick units of vita- 
min D and 3000 U.S.P. units of 
vitamin A per gram. 


Every Batch Chick Tested 


High Potency Sardilene is chick 
tested—every batch being fully test- 
ed before it is released. Manufac- 
tured in a plant processing sardines 
for human consumption, the oil is 
pure, palatable and remarkably low 
in free fatty acid. 


Use Less—Save Money 


Because of its guaranteed high 
vitamin content, less of the new 
oil is recommended for any given 
purpose. Reputable feed manufac- 
turers who have tested High Po- 
tency Sardilene 400 are enthusias- 
tic about results obtained and its 
money saving possibilities. 

Your trade will recognize the value 
of feeds mixed with this new for- 
tified oil and appreciate the vitamin 
guarantee. For full information, 
write: 


F. E. Booth Company, Inc. 


Dept. 10, Lag Building, 
Cleveland, Ohio 
110 Market Street, 
San Francisco, California 
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FOND DU LAC 


BETTER CALVES SINCE 1885 


For more than 53 years farmers have used our com- 
plete substitute for milk in raising calves and pigs— 


No-MILK CALF FOOD 


Why not join the 1100 satisfied feed dealers who are 
now distributing NO-MILK? Write now for prices. 


NATIONAL FOOD COMPANY 


D. R. MIHILLS, Prop. 


WISCONSIN 


ments... 


portfolio. 
Address Dept. F. B. 1. 


120 Broadway 


THIS NEW IODINE 
PORTFOLIO FREE 


Two booklets in one, chapters for Nutrition- 
ists, Sales Managers, Advertising Depart- 
Every feed mixer, mineral or 
concentrate manufacturer should have this 
Write for your copy today. 


IODINE EDUCATIONAL BUREAU, INC. 


New York, N. Y. 


The NEED FOR 10DINE 
PRESENT. Day FORMULAS 
THE PLys VALUES OF THE 
SEAL oF APPROVAL 


NOW 


BIG SAVING! 
MIX YOUR OWN 
BRAND FEEDS. 


Your savin 
000 to 12,00 


~ of feed will pay for 
EASY PAYMENTS low 


Little Giant ‘WHIRLWIND’ 


Works on vertical whirlwind principle. Loads 
at bottom and carries grain and dry mash 
to the top and whirls them into an evenly 
blended mixture. 


Mixes 500libs.in10 Minutes 


Only requires two minutes for each bag of 
feed and every ingredient is completely blend- 
ed. Won’t crack or waste feed. 


SPECIFICATIONS 
CONSTRUCTION: Heavy galvanized steel; 
seams welded; heavy angle iron frame; alemite 
ball bearings. 85” high, 41” in diameter. Eco- 
nomical. Operates from % H.P. electric motor 
or line shaft (gasoline engine). 

We also manufacture BROWER’S 
“GIANT WHIRLWIND” Mixers 
in 1000 and 2000 Ib. sizes. Write 
for complete details and special 
introductory offer. 


BROWER MANUFACTURING CO. 
Box 2794 Quincy, Illinois 


Dependable Seed 
Costs So Little 
Yet Means So Much! 


O&M CORN 


O&M SWEET CORN 


can be planted with confidence 
Write for Catalog and Prices 


The O&M SEED CO. 
Growers 
GREEN SPRINGS, OHIO 


Use Honey Not Vinegar 
To Collect Money 


(Continued from Page Twenty-two) 


can write good letters, and particularly 
good collection letters. Writing letters 
that get results isn’t learned from a book. 
It comes from long years of experience, of 
trial and error, of careful record keeping. 
Experience lends facility in expression, 
and teaches how to analyze a given sales 
or collection situation in order to approach 
the job properly. 

It doesn’t pay to copy too much from 
the other fellow. Particularly, since you 
don’t know how his customers reacted to 
his effort. And, further, most letters that 
are used today have been either copied 
verbatim from something the writer saw 
or were appropriated and suffered minor 
operations. 

Use your own letters or have special 
letters created by one who can point to 
years of successful experience in that 
work. 

If you decide to write your own letter 
copy, determine first of all not to write 
a letter that you would hate to receive. 
Then look on your debtor-customer not 
as a man who owes you money, but as a 
friend whom you have not seen for some 
time. Write in a friendly spirit but get 
everything off your chest. Then put the 
letter away for a few days. 

When you next take up your letter, read 
it critically and ask whether it covers 
everything as you had intended. You will 
find that by deleting words here and there 


BUY NOW 


RAISES FINE CALVES 
AT LOWEST COST 


BLATCHFORD CALF MEAL CoO. 
20 Madison Street Waukegan, Ill. 
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nd adding others, the meaning can be 
nade clearer. Shorten your sentences, if 
»ossible, but not to the point of blunt- 
ness. Don’t write a word that you couldn’t 
peak, face to face with your customer. 
If you maintain a friendly feeling while 
-omposing your letter, you aren’t likely to 
say anything to arouse the recipient when 
he reads it. You can’t write a smile, or 
a frown, but your letter will either make 
your customer feel friendly or the oppo- 
site. You can imagine how the merchant 
felt who wrote this letter to a customer: 
Dear Sir: 

If you haven’t paid me the 
$150 you owe, by the end of the 
week, you'll get the surprise of 
your life. 

Very truly yours, 


And it doesn’t require any great stretch 
of imagination to picture the debtor’s 
feelings as he read it, nor to believe that 
the bill was paid in time. 

Start your letters according to your 
own wishes, keeping in mind that you 
want to lead up to a request for payment. 
Every word you write should lead toward 
that object. Then, when you have ac- 
complished that, end the letter with a 
suggestion that he mail his check today 
or that he stop in when he is in town. 

Some folks advocate starting off the 
letter with some brilliant remark or a 
joke, but don’t take that too seriously. 
Just check up on the fingers of one hand, 
the number of times you have joked some- 
one out of five or ten dollars. 


Shipment from Milwaukee Same Day Your Order Is Received 


DEUTSCH & SICKERT COMPANY 


730-732 GRAIN & STOCK EXCHANGE 


e STOCK UP NOW WITH 


NORGE 


COD LIVER OIL 


NORGE is 100% Pure Cod Liver Oil, 
guaranteed for required contents of 
vitamin A and D. Prepare for the big 
poultry season ahead by ordering your 
supply now. 


MILWAUKEE, WIS. 


elements. 


5425 W. Roosevelt Rd. 


BABY CHICKS NEED -- - 


RYDE’S NUTRITIVE MINERALS 
(Containing cooked and ground egg-shells) 


for 


@ Quick and Uniform Growth 
e Greater Resistance to Disease 


Ryde’s Nutritive Minerals supply baby chicks with the necessary calcium 
in natural egg-shell form that nature intended them to have. These egg- 
shells, cooked and ground, are balanced with all other essential mineral 


RYDE & COMPANY 


Chicago, Illinois 


cm, FOR FEED MIX ING 
CARS - BARRELS - DRUMS 
QUALITY AND SERVICE UNEXCELLED 
SHIPMENTS. FROM NEW ORLEANS ATLANTIC ‘SEABOARD 


NATIONAL 
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MOLASSES Co. 


HELP THE FARMERS 


YOUR COMMUNITY 
GET RID OF THESE PESTS 


DILUTES WITH WATER OR OIL 


@ It’s her the amazing dual purpose SOY-0- 
CIDE. LIVESTOCK SPRAY .. . in concentrated 
form . , . that dilutes with either water or oil. This 
powerful spray with the soybean base is SUI CIDE 
to Flies, Gnats, Fleas, and Lice. Farmers in your 
community will welcome this news because when 
SOY-0-CIDE is diluted with water it makes a pow- 
erful Livestock Spray . . . vet it is harmless to 
animals. Also excellent for Delousing. Then too, for 
barn spraying SOY-0-CIDE when diluted with kero- 
sene or oil has a fast knockdown and a high kill. 
SOY-0-CIDE is economical... . '/o pint makes ONE 
GALLON of finished spray. Stock SOY-0-CIDE 
and be ready to help the farmers in your community 
to get rid of insect pests. 

PUT THIS COUNTER DISPLAY AND 
ASSORTMENT TO WORK 
Here’s a ‘‘get started” 
assortment — in- 
cludes one dozen 25c 
trial size bottles, 6 half- 
pint cans, and 2 pint 
cans. All in an attrac- 
tive Counter Display 
Case. Investment is 
small ... yet profits are 
large. With this we 
furnish window display 
material and leaflets. 


Raw cam Put it to work making 
money for you today. 


TO LIVE JOBBERS 

Here’s a to carry. Some excel- 
lent territory available for jobbers calling on 
Farm Trade Dealers. We help you sell. Back 
you with beautiful dealer helps and National 
Advertising. Write today. 


FREE BOOKLET explains facts you should know 
about SOY-0-CIDE—write for it today. Be sure 
and give us ar name and address of your jobber. 
NOWAK MILLING CORPORATION 
Soy-0-Cide Division 
Dept. 3 HAMMOND, INDIANA 
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A Order a Mixed Car of 
j -| Golden Loaf Flour 
2 (The Flour with the Vim and Pep left in) 


Bran and Middlings 


—Higher in Protein— 


Vey 


So a TENNANT & HOYT CO. 
LAKE CITY, MINN. 


When in the Market: 


For Poultry Wheat—Feed Oats— 
Wheaty Barley — Feed Barley = 


Corn= Feeding Screenings. 


i Write or wire for quotations. 


GRAIN COMPANY 


MINNEAPOLIS, MINN. 


@| “All your needs in grain and feeds” |@ 


Sunset Feed & Grain Co., Inc. 


e@ FEED JOBBERS e 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 
Distributors of: 
CLO-TRATE SOY-O-CIDE COXOL 
Cod Liver Oil For- The spray with the F 
tified in Vitamins Soybean Oil Base aa 
A and D (No kerosene) Coccidiosis 


WRITE US FOR FURTHER INFORMATION 


PRINTED 
RAG? FoR. 
INDIVIDUALITY 
ALL BAGS VACUUM CLEANED 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS - MILWAUKEE, WIS. 


USED 


BURLAP 


AND 


COTTON 
BAGS 


TWINE 
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FLOUR SALES 

Flour consumption, according to records 
kept by Stanford university, recognized as 
the world’s leading authority on this sub- 
ject, showed a slight increase during the 
past two years. Figures show that the 
amount of flour used per person for the 
past eight crop years are as follows: 

1929-30—172 Ibs. 1933-34—154 lbs. 

1930-31—167 Ibs. 1934-35—154 Ibs. 

1931-32—162 Ibs. 1935-36—155 lbs. 

1932-33—159 lbs. 1936-37—156 lbs. 

Curiously enough these figures indicate 
that there was a sharp decrease in con- 
sumption during the last depression, 
whereas in earlier periods of business 
slumps it remained about stationary or 
increased slightly. 


PATENTS NEW PRODUCTS 

R. D. Bate, advertising manager, G. E. 
Conkey Co., Cleveland, Ohio, has patented 
and is marketing a new, automatic, self- 
balancing egg scale and a modernized baby 
chick feeder. The Russell Orris Co., 
Macedonia, Ohio, has been formed to 
manufacture the products with Mr. Bates 
as president. The new scale has an at- 
tachment permitting flock owners to set 
the scale so that it will not weigh eggs 
below the weight desired. The feeder is 
made from a single piece of strong fiber 
board, die cut to fold and lock tightly 
into an 18 inch feeder. The two open 
front troughs are separated from each 
other by a high, double wall which isolates 
the chicks, thus lessening the danger of 
overcrowding. Ample space for imprinting 
of dealer advertising is also permitted. 


CEREAL 


GRADING CO. 


MINNEAPOLIS 


Specialize in 
GOOD 


CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right — Service Prompt 
TRY US 


WE EAT 40% MORE FEED 
From Universal Cardboard Feeders 


YOUR AD PRINTED HERE 


In a 3-week test, starting 1 day old 
chicks, those fed from Universal Cardboard Feed- 
ers ate 40% more feed than chicks using metal 
feeders. They could not kick and waste feed or 
pollute it from droppings. They ateit! Poultry 
raisers buy new Universal Cardboard Feeders for 
each brood, buy feeds and supplies from dealers 
whose name is printed in advertising space on 
feeder. Write for PLAN that tells you how Uni- 
versal Feeders can help increase sales and profits. 

DISTRIBUTING CO.,Inc.,Box A, Newton,Kans. 
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2 CHARLES KUHN has purchased the 
interest of his partner, Ralph Parker, in 
the C & R Feed Co., Defiance, Ohio, and 
will continue to operate the business un- 
der the same name. 

OHIO 

Carl Lehner, Cardington, has purchased 
the Marion Feed & Seed Co., Marion, 
from Old Fort Mills, Inc. 

Victor Feed & Supply Co., Marion, 
which has been operating for the past 
vear has been incorporated with a capital 
stock of $25,000. F. J. Rupert, E. E. 
Clore and G. Frederick Moench are the 
principals. 

Cummings & Creswell Co., Cedarville, 
has been incorporated to deal in livestock, 
feed, hay, grain and coal. Incorporators 
are Mr. and Mrs. Frank Creswell and Paul 
R. Cummings. 

Oscar Bowers, Plank elevator, Wads- 
worth, has purchased the Orton property 
in that town and will move his business to 
the location. 


MILWAUKEE ’CHANGE PARTY 

Members of the Milwaukee Grain & 
Stock Exchange, Milwaukee, Wis., held a 
New Year’s celebration on the trading 
floor the afternoon of December 31. An 
orchestra furnished music for dancing and 
noise-makers and paper hats added to the 
holiday spirit. The celebration was the 
first of its kind to be held in the new 
quarters of the exchange at 741 N. Mil- 
waukee street. A. L. Flanagan, Fraser- 
Smith Co., was chairman in charge of 
arrangements. 


Better Crops- Bigger Profits 


Opportunity for dealers in new fertilizer 
consuming territories. Write 


Virginia-Carolina Chemical Corp. 
EAST ST. LOUIS, ILLINOIS 


| HONOR ROLL 19 | 


Many shippers made our Christ- 
mas brighter by writing us that 
they made money on barley this 
year by following our advice. 


Start the New Year right. Do 
likewise. Ship to... 


Fraser- Smith Co. 


Barley and Rye Specialists 


MILW AUKEE 
MINNEAPOLIS CEDAR RAPIDS 


Grain Futures 
Exclusively 


Trade Through 


G. W. WINSTON CO. 


Grain and Stock Exchange 
MILWAUKEE, WIS. 


BRANCH OFFICE 
Madison, Wisconsin 
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All Farm Feeds Will Give Better Results 
IF YOU USE FISH MEAL... 


Supplies a combination of Pro- 
teins and Minerals seldom found in 
one Feedstuff. 


Write, Wire, or ’Phone us for 
delivered price—any quantity. 


THE CHAS. M. STRUVEN COMPANY 


411 National Marine Bank Bldg. Baltimore, Maryland 


Mixed Feeds Pay Big Profits 


Do your own mixing with a DAISY 
triple action horizontal batch mixer and 
double the profits of your feed business. 
No competition when you have a DAISY. 
Capacities from 14 to 2 tons per batch. 
Loads, mixes, discharges and stacks a ton 
batch in 12 minutes. Requires minimum 
fy power. Very compact. Quiet in operation. 
| Motor or belt drive. Write for full infor- 


DAISY 
FEED MIXER 


ov 
A.R. HOWELL & CO. 


MINNEAPOLIS, minty. 


mation and low factory-to-user prices. 
ates R.R. HOWELL & CO. 


| 2 Malcolm Ave. S. E. 
9) MINNEAPOLIS, MINNESOTA 
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CLASSIFIED 


Service department for our readers. Low 
Rates: 35c per line; minimum, four lines 
including heading. Figure approximately 
seven average words per line. 


FEED MIXER FOR SALE 
One ton capacity—fiour level feed—has motor 
~-latest style machine—used short time. Write 
CD-116, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter—grader—polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 30 h.p. motor—used only short time. 
Like new. Bargain for cash. Write MM-116, c/o 
THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
One No. 4 Anglo-American Miracle Ace 
Super Hammer Mill, 75 h.p. direct connected 
motor, A-1 condition, sacrifice for cash. Write 
DK-46, c/o THE FEED BAG, Milwaukee, Wis. 


MANUFACTURER’S REPRESENTATIVES 

Add popular feed ingredient to your line. 
Attractive sales set-up. Address 1100, c/o. THE 
FEED BAG, Milwaukee, Wisconsin. 


Avoid Coccidiosis 
And other chick diseases by adding 
UNIVERSAL YEAST 
To your starters and growers. Free formula 
service. 


Rice Laboratories, Inc. 
Dassel, Minn. 


AGENTS WANTED 
Agents who are now selling farm items to 
hardware and feed stores to take on fast selling 
Livestock Spray. Year around proven product 
guaranteed by nationally known concerns. Write 
Soy-O-Cide Division, NOWAK MILLING CORP., 
Hammond, Ind. 


PROFITABLE PLANT FOR SALE 
Money making flour, feed and mill business. 
Real estate, plant, equipment, established trade 
and brands. All go for $9,700. Terms on part. 
Best town in Ohio. Proposition positively worthy 
your immediate inspection. HERMAN & 
HURST, Chillicothe, Ohio. 


SALESMAN WANTED 
Opening for feed salesman with knowledge of 
poultry and cows. Sell full line of manufactured 
feeds in areas of Pittsburgh, Washington and 
Northern Ohio. State age, experience and pre- 
vious salary. Write MK-181, THE FEED BAG, 
Milwaukee, Wis. 


BUSINESS FOR SALE OR RENT 
Flour, feed, grain, cement and coal business. 
Truck scale, coal conveyors, electric feed mill, 
cob grinder, and grain cleaner. Warehouse, feed 
mill and coal yard. Located in real dairy farming 
territory. Write J. W. MUENCH, Francis, Creek, 


Wis. 


@ SHAWNEETOWN ROLLER MILLS, 
Shawneetown, IIl., were destroyed by fire 
January 1. 


ae 


@ URGA SEEGER elevator, Hendrick, 
Ind., was destroyed by fire January 3. 


HEADQUARTERS 


...it's SAFE! 


Waterloo Mills Company 


@ Wholesale Flour and Feed 
Waterloo, lowa 


CARLOADS . . TRUCKLOADS 
L. D. Phones 27 and 28 


@ UHLMANSIEK FEED STORE, Ris- 
ing Sun, Ind., has installed a feed mill 
and batch mixer. 


@ WEST SIDE CASH FEED STORE 


has opened for business at Sunbury, Pa., 
with R. S. Brouse as manager. 


@ WILLY HAMM, formerly president, 
Berlin-Lichtenberger Melasse-Futter Fa- 
brik A. G., Berlin, Germany, has joined 
the staff of Amalgamated Trading, Ltd., 
New York, N. Y., as general sales man- 
ager. He is internationally known as an 
expert and arbitrator in feedstuffs. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us ed Li if interested. 
Either prompt or ~ pag inseed Meal. 
Save Money. “Stand by S 


A. L. STANCHFIELD & co. 
Wholesale Grain and Feed Merchants 


502 Corn Exchange Bldg. Minneapolis 


«FOR FEED CALL” 


“Stormy” 


IOWA FEED CORP. 
Phone 45177 Des Moines, Iowa 


COTTONSEED MEAL 
LINSEED MEAL — KENT 
BABY BEEF SUPPLEMENT 

BARGE — RAIL — TRUCK 


Mississippi Valley Grain & Feed Co. 


Muscatine, Iowa 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since ’92) 
Merchants yn St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


Newsome Millfeed Co. 


MILLFEED JOBBERS 


624 Dwight Building 
KANSAS CITY MISSOURI 


SAVE with BIDDY-WAY—-GREAT 
DISPLAY ov STARTED CHICK BATTERY 


Exclusive ‘‘Natureized”’ 
heating—closest 


inconvenient units. ls 
nary — within arms 
reach. bu rf today. 
THE MAKOME LINE 
son Ave. Macomb, Ill. 
Broode! 


OCcCIDENT 
MIXED FEED 
Hits the Feeding Mark 


as OFFICES 


hussel-Miller Millin Lo. Minneopolis, Minn. 


ROLLED OATs 


Other DEMON Products 


@ STEEL CUT OATS 

@® WHOLE OAT GROATS 
@ FEEDING OAT MEAL 
@® REGROUND OAT FEED 
@ OAT GROAT FLOUR 

@ PULVERIZED OATS 


Des Moines Oat Products 


Company 
DES MOINES, IOWA 


SAVE? 


time and money by sending your trucks 
to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 
MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


Less 


GfRreadway (tess 


435 N. SECOND STREET 
MILWAUKEE, WISCONSIN 


We Specialize in 
High Grade Color Printing 


Catalogs and Trade Publications 


INVESTIGATE 
The New All Purpose 


Marion Mixer 


Dry Mix — Mix 
Mineral Mix. 
Cod Liver Oil Mi» 


HANDY SACK BALER CO. 


MARION 
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Purina Adds C. F. Hicks 
To Poultry Staff 


( iarles F. Hicks, assistant executive 
secrctary of the International Baby Chick 
assvciation for the past 12 years, has 
joined the staff of Purina Mills, St. Louis, 
Mo. He will serve 
as poultry specialist 
and will work in the 
west and northwest 
sections of the Unit- 
ed States, rendering 
service to poultry- 
men, breeders and 
hatcherymen. Mr. 
Hicks is the son of 
Reese Hicks, execu- 
tive secretary of the 
International Baby 
Chick asesociation, 
and is well known 
throughout the coun- 
try. His new connection with Purina Mills 
gives him an opportunity to retain his 
contacts in the poultry industry and to 
serve it in a new and enlarged capacity. 


CHARLES F. HICKS 


a 


HEAR THEM BELLS 


Chimes give a charmed life to the 
flock of sheep kept by Tom Fuzey, Ver- 
milion county, Ill. His flock of 31 ewes 
carries 18 bells, six of which are cow bells. 
Although he has kept sheep for many 
years, his only loss from dogs was one 
lamb shut off in a lot by itself. He says 
that dogs on a raid shy away from 
a noise. 


When Customers 
Demand Vitamin 
Protection. ..What 
Is Your Answer? 


You don't have to qualify, hem 
and haw, make excuses about 
your vitamin content when your 
quality feeds are Vitamelk pro- 
tected. For, with the inclusion of 
five newly verified vitamins, 
making a total of 11 authenti- 
cated vitamins, Dawe’s Vitamelk 
assures definite vitamin protec- 
tion. 


The Vitamelk Seal, displayed on 
your product, is the mark of the 
genuine, the authoritative, which 
places your merchandise beyond 
argument in the field of vitamin 
values and likewise justifies its 
“quality” rank. 


Send today for the complete 
“PROFIT FACTS” on Vitamelk, 
their value to you and your 
business. 


DAWE'S VITAMELK CO. 
Division of Dawe's Products Co. 
4800 S. Richmond St. 
Chicago, Illinois 
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Get our New Low Price on the 1938 

Model Feed Mixer with all latest im- 

provements. Write for details. 
Everything for Mill and Elevator 


THE DUPLEX MILL & MFG. CO. 
SPRINGFIELD, OHIO 


1938 MODEL 
FEED MIXER 


Actual tests have proven its value in increasing egg yields . 
rofits have been increased by suggesting that poultry raisers 
eed Pearl Grit. It’s the double purpose limestone ration that 
gives grinding material and the necessary calcium carbonate for 
bone and egg structure. 
A great many feed mixers have taken advantage of the oppor- 
tunity to purchase both their poultry grit and calcium car- 
bonate in split cars from the same concern, thus enabling 
them to reduce shipping costs. Write 
today for details—no ebligation. 


PEARL GRIT CORPORATION 


100 LBS. 


Pe 


PEARL 6RIT, 


Dept. FB-18 Piqua, Ohio FOR GRINDING, FOR BOWE, 


FOR SHELL 


DENVER 
ALFALFA 
MEAL 


SEEDS--GRAINS 
FEEDS --SOY BEANS 
MALTING BARLEY 


Green 
Fresh 
Nutritious 


ALL GRADES and GRINDS 


We Buy, Sell, Mill and 
Deliver with ourown 
Equipment on One Profit. 


GREEN & COMPANY 


The Denver Alfalfa 
Milling & Products Co. 


(Incorporated) 
LAMAR, COLO. 
EVANSVILLE WISCONSIN M 
lerchants Exchan 
“Phone 55 Collect” Private Exchange ST. LOUIS ~~ 
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CORN - OATS 
FEED-BARLEY 


Write or Wire Today 
for quotations delivered to 
your station. Reliable serv- 


ice and prompt attention. 


THE RIEBS CO. 


Grain and Stock Exchange 
MILWAUKEE WISCONSIN 


You'll Do a Better and More Profitable Job 
of Feed Grinding After You Install a ... 


MODERN UNIQUE MILL 


This UNIQUE Hammer 
Mill is noted for large 
capacity — minimized - 
power cost—most 

convenient operation. 


Entirely dependable as to grinding results. Construc- 
tion is most sturdy, consequently repair and upkeep 
bills are kept at the minimum. Modern improvements 
make this the peer of all Hammer Mills. 


If you are considering the purchase of a Feed 
Grinder, get in touch with experienced Robinson 
Engineers, who can give you reliable information and 
who gladly cooperate in determining the type of 
Grinder best suited to your requirements. Modern 
UNIQUE Hammer Mills, Attrition Mills, and Corn 
Crushers are described in Bulletin No. 36-D. Sent 
cheerfully on request. 


74 PAINTER ST.  MUNCY, PA. 


Get Calf-Manna 
Proftit-Proposition 
Share the benefits of Calf- 


Manna’s national and re- 
gional advertising, dairy 
counseling service, specialty 
sales support and complete 
retail promotion helps. Get 
in on the profits! Write for 
the full story! 


I'M PUSHING THE FEED THAT RAISED 
THE WORLD'S CHAMPION Cow! 


And I'll tell you why... First, it’s the biggest feed 
value on the market—one pound completely replaces 
sixteen pounds of milk. It raised Carnation Ormsby 
Butter King, world’s greatest cow, for only 6 cents a 
day. Second, it saves time and labor as it is fed dry, just 
as it comes in the bag. Third, it always delivers results 
and satisfied customers come back for more. Yes, and 
Calf-Manna is a well-advertised, profitable item, allowing 
an honest mark-up. Get the profit story! Write Carna- 
tion Company, Dept. 25B, Oconomowoc, Wisconsin. 


AMERICAS /OREMOS7 CALF FEED ! 


Trace MINERALS 


XPERIMENTS have shown that minute quantities of 
iodine and manganese are needed by poultry and 
animals. Limestone Products Corporation now gives 
you an easy method of adding these two minerals to 
feeds in the small quantities required. 


IODIZED CALCITE 


A precise combination of potassium iodide and cal- 
cite flour. Mixed fresh as ordered—no loss of iodine 
content due to storage. 


MANGANESED CALCITE 


Calcite flour combined with manganese sulphate in 
the exact ratio you want. 

These precision-built mineral supplements are as 
easy to use as ground limestone. They provide a 
simple, economical, accurate way to put these im- 
portant “‘trace” minerals into your feeds. 

Write or wire for quotations, samples, and information. 


~ LIMESTONE PRODUCTS CORPORATION OF AMERICA 


NEWTON, N. J. 
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COD LIVER OIL 


FORTIFIED 


In VITAMINS A AND D 
For Poultry and Live Stock 


NOT USP YELLOW MAX FFA 14% 


POULTRYMEN 
Poultry Tribune 
American Poultry Journal 


Everybody’s Poultry 
Magazine 


Canadian Poultry Review 


MINIMUM VITAMIN GUARANTEE PER GRAM 
400 AOAC CHICK UNITS OF VITAMIN D 
3000 U.S.P UNITS OF VITAMIN A 


| AD VER TISING TURKEY RAI 
MESSA GES SERS 


Turkey World 


Poultrymen, hatcherymen, turkey raisers, fox ranchers. . . 


throughout the United States and Canada... are reached 
regularly, often and in sizable space by CLO-TRATE | 
advertising. 


The Publications carrying the CLO-TRATE message to 
: your customers are leaders in their field . . . carefully selected 
| because of their circulation. editorial content and reader 
| interest. And actual tests have proven them to be most 


productive in stimulating consumer interest. Hatchery Tribune 
Poultry Supply Dealer 


HATCHERYMEN 


Many of your customers and prospects are reading one 
or more of the magazines on the CLO-TRATE list and are 
familiar with CLO-TRATE advertisements. When you 
call their attention to the fact that you are fortifying your 
; feeds in vitamins A and D with CLO-TRATE, they will 
appreciate that you are using an oil supplement in which 
they can have complete confidence. 


Profit from CLO-TRATE advertising by letting your 
customers and prospects know that you use CLO-TRATE 


in ALL your feeds. 
FUR RANCHERS | 
WHITE LABORATORIES, Inc. 
Formerly HEALTH PRODUCTS CORPORATION 
Manufacturers of ...Cod Liver Oil Concentrate Products 
NEWARK, N. J. ST. LOUIS, MO. 
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HE DOOR of every King Midas office 

is always open to all King Midas deal- 
ers, prospective customers and friends. 
This means the offices of the executives 
—the president, sales managers, labora- 
tory technicians and head millers — as 
well as every other member of the staff. 
You mayjreach them all by telephone or 
walk into,their offices at any time. This 
“openfdoor”’ policy is just one example of 
the friendly co-operative service which 
makes the handling of King Midas flour 
pleasant as well as profitable. 
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